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In This Issue 


WILL WE HAVE SOUND SOCIAL SECURITY ? 


ON THE COVER: An expert gives advice in "So You're Going to Buy an Agency." 


ARE YOU 
AN AGENT 
WITH A 

FUTURE 
? 


aS 


The Company with a steady 165-year record of progress 
will help you build a good future. Use its wide experience, 
its progressive underwriting practices and its wealth 
of service facilities to help you get and hold business. 


GROW WITH THE COMPANY WITH A FUTURE @ 


Ina 


INSURANCE BY NORTH AMERICA 


Philadelphia Fire & Marine Insurance Company + Life Insurance Com 





.-for United’s FAMILY/\PLAN 


Here’s the policy that is made to order for the hundreds of 
young, growing families you know. Old Doc Stork himself helps you 
sell the United Family Policy, because the whole family gets life 
insurance protection with ONE policy. And new arrivals are covered 
with no increase in premium. 

Policies that fit prospects—that’s one key to United’s zooming 
sales and happy salesmen. Another is the United New Man and Unit 
Manager’s Schools, that help you up the ladder to success. 

For free details on a successful United Career in your own home 
territory, write United of Omaha, Omaha, Nebraska. 


Be Far-sighted—go United. 


One of America’s Foremost Life Insurance Companies 
N. M. Longworth, President 
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THE A&TNA LIFE MAN 


The Home Office Sales Development Team no. 1 ina Series 


The men pictured participate in the program of the Home Office 
Schools . . . they and scores of their teammates are specialists in 
some phase of life insurance . . . many have a record of successful 
field selling 

They are responsible for the Estate Control Plan School, de- 
signed to form a broad foundation in programmed life insurance 
selling . . . the Advanced School which provides important train- 
ing in Estate Analysis and Business Insurance. 

They are responsible for sales tools, selling aids and program- 
ming plans that help assure the success of the A&tna Life salesman 
They keep the field force alert to changing conditions which open 
fresh opportunities for more life insurance sales. 

Their experience and follow-through stand behind the A®tna 


Life man. 


FE TNA LIFE 


INSURANCE COMPANY 


Affiliates 
AATNA CASUALTY AND SURETY COMPANY 
STANDARD FIRE INSURANCE COMPANY 


Hartford, Connecticut 
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NALU's latest slide-film series outlines the current problem 
with our Social Security system—the danger of ‘“over-expansion.” 
In pictures and text, THE SPECTATOR traces the highlights 
of this set of slides 


A VISIT TO INSURANCE IN SPAIN AND ITALY—P. 32 


From his personal conversations abroad, a Philadelphia insur- 
ance broker pictures underwriting conditions in two leading 
European countries. 


LIFE INSURANCE: DOES HUSBAND OR WIFE DECIDE?—P. 34 


Again THE SPECTATOR presents results of research into the 
motives behind insurance buying. This study compares the 
buying influence’ of husband and wife when a life policy is 
purchased. 


SO YOU'RE GOING TO BUY AN AGENCY—P. 36 


Guy Fergason lists some practical advice from his years of 
experience as a broker of insurance businesses. Buying an agency 
sounds easy with his three-point approach. 
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CAN STATE COURT DECIDE CLAIM AGAINST ‘FOREIGN’ INSURER? 
—P. 38 


THE SPECTATOR'S regular contributor for legal matters cites 
a significant court decision on ‘service of process 


COVERAGES AND FORMS: PEDIGREED DOG INSURANCE—P. 57 


We don't know whether insurance is going to the doqs or not 
But if it is, we might as well keep up with the times by writing 
protection for those important animals. 


EARLY RETURNS FOR 118 PROPERTY-CASUALTY COMPANIES—P. 81 


A sampling of results from the figures coming into THE SPEC- 
TATOR now shows both profits and losses from underwriting 


during 1957. 
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Home Office Omaha, Nebraska 


GROWING WITH AMERICA 
SINCE 1903 World offers a 
complete line of personal insur- 
ance protection: Life, Accident 
& Sickness, Medical - Surgical, 
Hospitalization. Non-Cancella- 
ble, Guaranteed and Optional 
Renewable. For individuals, 
families, groups and franchises. 


AND STILL GROWING 
World has just released the 
new Business Over-Head Ex- 
pense and Family Group Life 
Insurance Plans. 


T. D. Eilers, President 
WORLD INSURANCE COMPANY 
OMAHA, NEBRASKA 








We make selling 
life insurance 
easy for you 


That's why each year more and more 
casualty agencies have been selling 
SUN LIFE policies. 

. and also that's why SUN LIFE 
has grown continuously so that today 
we have 


OVER ONE HALF BILLION DOLLARS 
OF INSURANCE IN FORCE. 


Grow with us, we will not just put 
you in the life insurance business, but 
we will give you the kind of prompt, 
personalized service you need for a 
profitable operation. 


SUN LIFE INSURANCE 


COMPANY OF AMERICA 
105 E. Redwood St. Baltimore 2, Md. 


General Agents contracts are available 
in N. J., Del., Md., Va., Ohio., Ind., Ill. 
Pa. and D. C. Write in confidence to 
B. A. Frank, Director of General Agencies 








THESE NAMES MAKE NEWS 


Home Officers Occupy Key 
Posts in Peoples Life 


R. D. Murphy Retires as Board 
Chairman of Equitable Society 


Kenneth E. Black, president of 
The Home, has been elected 
board chairman of Peoples Life 
of Frankfort, Ind. Maurice 
Hartwell was voted in as presi- 
dent. Harold W. Smith has been 
named executive vice president, 
secretary and treasurer. The 
Home purchased control of Peo- 
ples Life in December 1957. 

Ray D. Murphy has retired as 
board chairman of The Equi- 
table Life Assurance Society. 
James F. Oates, Jr., was elected 
chairman, and will continue as 
president. 

John C. Stott, past president of 
the National Association of In- 
surance Agents, has been elect- 
ed board chairman of Excelsior 
Insurance of New York. Ernest 
R. Randall has been elected a 
director. 


Joseph M. Muir has been elected 
general manager of the Mutual 
Insurance Rating Bureau in 
New York. He succeeds Frank 
A. Fleming, who is retiring. 

Burton M. Cross, former governor 
of Maine, has been elected pres- 
ident of Life Insurance Securi- 
ties Corporation, a holding and 
investment organization in Port- 
land. He has resigned as presi- 
dent and chairman of Maine Fi- 
delity Life. New president and 
chairman of Maine Fidelity is 
Paul E. Merrill, head of Merrill 
Transport and Maine Indus- 
tries. 

D. E. Kilgour, 
manager, has been elected vice 
president and managing direc- 
tor of The Great-West Life, 
Winnipeg. 


formerly general 


Lee Cannon, chief agency officer, 
has been elected 
president of Western Life, Hel- 
ena, Mont. T. P. Patterson was 
elected first vice president and 

Luther G. Thompson 
Continued on page 6 


senior vice 


counsel. 


Aetna Life and Affiliates Elect New Officers 


A. Henry Moses (left) has been elected vice presi- 
dent and cashier of Aetna Life, Aetna Casualty and 


Surety, and Standard Fire. 
(above, left) 


Andrew H. Anderson 
was elected vice president, fidelity 


and surety department of Aetna Casualty. Other 
officers elected at the annual board meeting of 
Aetna Life include: (above, 2nd, 3rd, and 4th from 
left) Donald E. Hanson, life agency department; 
George L. Hogeman, life department; and John F. 
Heckman, Jr., actuary. 
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THE WESTER COMPANIES 


THE WESTERN CASUALTY AND SURETY COMPANY 
THE WESTERN FIRE INSURANCE COMPANY 


Statements of Condition at December 31, 1957 





ADMITTED ASSETS 





EXECUTIVE OFFICERS 


Ray B. Dubo 
hairman of Board 


hai of Boar« 
*. Otto President 
W. Duboe Vice 
H. Mead Vice 
H. Morrison 


P et President 


mar 


President 
President 


President 


Secretary 
Treasurer 


Auditor 


George J. Jones 

J. R. MacLennar 
Thomas M. Mayhev 
F. A. Ha 


As 
As 
As 
4 
A 
As 
Ass 

Ass 


LINES WRITTEN 
Automobile, Burglary, 
Glass 
Accident and Health 
Hospitalization 
Liability 
Workmen's Compensation 
Fire and Allied Lines 
Inland Marine 


Fidelity and Surety Bonds 











Home Office 
Western Building 


Fort Scott, Kansas 





Cash (in 
*U. S. Governm 
municipal bonds 


*Corporate stocks 


Total cash and 
Investment in Wester? 
Insurance Company 
Real estate 
Premiums in cours¢ 
(not er 90 davs 
Accrued int 


admitted 


erest and othe 


assets 


lotal admitted assets 


LIABILITIES 


Reserve for unearned 
Reserve for 


Taxes ar 


Total 


aims al 


Capital 
Surplus 


Total 
: If refundable Federal! 
resulting from operating 
were included 
Assets would be increased 
Surplus as regards policy! 
would be 
Securities 
deposited 
*Eligible Bonds 


market 


above 


nercasoi) tn 
carried ir above 
for purposes require 
amortized; other Bo 


prices. 


i —— 
FORT SCOTT, KANSAS 


The Western 
Casualty and 


Surety Company 


$13,781,587 
14.888 236 
931,248 


$29 601.071 


S$ 2,500,000 


$41,023,498 


$11,422,427 


The Western 
Fire Insurance 
Company 


Ran 
953.728 


13,853,082 


1.225.456 
£19,199 


$20,433,689 


$12,115,904 
2,166,105 
1,421,299 
$15,703,308 
$ 1.000.000 
3.730.381 


$ 4,730,381 


$20,433,689 


$21,004,689 


_ 07 
> oO Toe! 


201.: 


Ss 561,656 


Association 


Licensed in 39 States With Nation-Wide Claim Service 


Of fice 


916 Walnut 


Executive 


Kansas City 6, Missouri 
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| These Names Make News 


Continued from page 4 


is agency administrative vice 
president. Company is now an 
affiliate of St. Paul Fire and 
Marine. 


WRITING... 


National Fire of 
Hartford has elect- 
ed Ellis H. Clark- 
son an_ executive 
vice president. 


Ralph P. Walker, actuary, has 
been elected a vice president of 
Wisconsin National Life. 

James L. Davis has joined Guar- 
anty Savings: Life, Montgomery, 
Ala., as vice president. He will 
be in charge of the company’s 
new A&H division. C. O. Me- 
Nees has been named director 
of sales for this division. 

A. Campbell has been appointed 
vice president and chief actu- 
ary of London Life, Canada. 
L. M. Dalgliesh, secretary since 
1951, has been made vice presi- 
dent and executive secretary. 
H. I. Weir is now vice president 
and director of agencies. 

Ifred D. Haynes, Jr., has been 
elected president of the Ameri- 
can Marine Insurance Forum. 
He is associate manager of the 
Hartford Fire group’s ocean 
marine department in New 
York. 

Dr. Philip M. L. Forsberg, medical 
director; Clayton L. Jackson, 

aes 7 > actuary; and William C. Ing- 

. absolutely nonassessable policies, PLM is now launched on its 63rd ham, director of underwriting, 


year of operation. Each one has shown a steady and consistent growth. have been elected vice presi- 

Welded to this has been what we—perhaps paradoxically—like to call dents of United Life and Acci- 

a conservatively progressive outlook. It means that while staying with our dent, Concord, N. H. 

Whitlow B. Wallace has’ been 
elected vice president of Volun- 
teer State Life, Chattanooga, 
Tenn. Harold E. Ruck, formerly 
assistant actuary, has been 


and ALLIED LINES : = es named actuary for the company. 
“In the Birthplace of American Mutual Insurance”’ - : 


principles, we have moved with the times. We think we belong in your 


office. If you do too, why not drop us a line. 


Richard H. Wilson has been pro- 
moted from second vice presi- 
dent to vice president of State 
Mutual Life of America. Edson 
D. Phelps has stepped from su- 

Continued on page 8 


PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY 
PLM Building ¢ Philadelphia 7, Pa. 


Branch Offices in New York, Los Angeles, Charlotte, N.C. 
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ENTERING A NEW HALF CENTURY 


JEFFERSON STANDARD 
REPORTS TO POLICYHOLDERS 


JEFFERSON STANDARD’S 
CONDENSED 


91ST ANNUAL STATEMENT 


DECEMBER 31, 1957 
ASSETS 

$ 6,406,454 
137,813,595 
40,167,917 
Mortgage Loans 234,424,077 
Investment Real Estate 24,668,345 

Other Real Estate including Home 
Office Building 5,876,085 
Loans to Policyholders 32,787,942 
All other Assets 14,660,926 


TOTAL ASSETS $496,805,341 
LIABILITIES 


Policy Reserves $339,187,370 
Reserve for Policy Claims 1,389,926 
Policy Proceeds Left with Company .... 46,909,642 
Dividends for Policyholders 4,969,865 
Policy Revaluation & Mortality 
Fluctuation Reserve 6,482,719 
Investment Fluctuation Reserve 15,795,004 
Other Liabilities and Reserves 10,070,815 
TOTAL LIABILITIES $424,805,341 
Contingency Reserve 6,000,000 
__ 66,000,000 
$496,805,341 


Capital and Surplus 


Copy of booklet containing complete report available upon request 
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This 51st Annual Report reflects another suc- 
cessful year of operations for Jefferson Standard. 


Life insurance sales for 1957 were $229,822,210, 
an increase over 1956 of nearly $6,000,000. Total 
insurance in force as of December 31 amounted 
to $1,708,566,863, an increase of 7.8% for the year. 


At the end of the year, Company assets amount- 
ed to $496,805,341, an increase of $33,870,398 
during 1957. 

Payments to policyholders and beneficiaries in 
1957 amounted to $23,292,416, 63% of which 
went to living policyholders. During the half 
century of Company service just closed,the basic 
purpose of life insurance has been served by the 
payment of more than $321,921,296 to our policy- 
holders and beneficiaries. 


Jefferson Standard, now guaranteeing 242% 
on policies currently issued, has never paid less 
than 4% interest on dividend accumulations 
and on policy proceeds left with the Company to 
provide income. 4% is the highest rate paid by 
any major life insurance company in the United 
States. This means extra income to policyhold- 
ers and beneficiaries. 


“ 


Represents The 
Jefferson Stanard 


eflerson \tandard 


& LIFE INSURANCE COMPANY 











These Names Make News 


Continued from page 6 


I’m Oswald 
perintendent of administration 
ai al and | didn’t to second vice president. 
: : Henry C. Unruh has been named 
quite need five vice president as well as chief 
: actuary of Provident Life and 
fingers at year Accident, Tennessee. Dudley 
Porter, Jr., general counsel, was 
end of 1 957” also made a vice president. 
Seymour L. Braman, Clinton V. 
Meserole, Jr., and Howard M. 
Taylor, secretaries, have been 
elected vice presidents of Pa- 
cific Insurance, Bankers and 
Shippers, and Jersey Insurance 
of New York. 


Five billions of insurance in force... almost ...at the 
end of 1957. Just 46 years after CAC was founded. 
No record in life insurance bears so much significance 
to general lines men. Reason? For the far greater part 
(80%), CAC has been built by producers who long have 
written insurance across the board: fire, casualty, marine 
and life. 
Now this pattern is becoming a current style. If you 
have not yet considered the full-lines concept, we believe 
you should. And soon. Gerhard D. Bleicken 
, (I. above) has been 


- raed dip , elected vice presi- 
word.” For to us, it is an old story. Almost our only dent and secretary 
story. One we'd delight to pass along to you. of John Hancock. 
; I c , John A. White has 
been named to the 
newly created posi- 
tion of general : 

Invest a 3¢ stamp auditor. Margaret Divver, formerly ad- 

Send us your name and address. pees hegre “~ — = 

ey ee ee econd vice president, handling specia 

ASSOCIATION 58 We will send youa reprint from promotion in women's activities as ap- 

MEETINGS AHEAD—19 the C.L.U. Journal, winter issue, plied to life insurance. 


New Jersey write Hea entitled: 


Moreover, we invite the privilege of giving you the 


Aprit 12 
‘ chat Conrad -— “All-Lines Underwriting, John F. Bond has been named vice 
npr2a —_Souern, — son New Fashion - New Era? president and superintendent of 
Cousiana «Edgewall It is forceful outside testimony agents for American Annuity 

North Carolina Pinehurst in support of our inside story. ; 

Tulsa ...An outline of a trend you 
syracuse can scarcely afford to ignore. Emil Schram, board chairman of 
‘asian Butler Brothers, Chicago, has 
Houston been elected to the board of The 


Miami Beach 4: Home Insurance. 


April 24 


Life, Lansing, Mich. 
Oklahoma 
New York 
Arkansas 
Texas 
Florida 
Horace W. Brower, president of 
Occidental Life of California, 
has been nominated to the board 


+ O N 'T I N E N TA a. i fe of Transamerica Corporation. 


Harold H. Hammer, investment 
ye YEAR AS bee, { J RAN ( _E counsellor and attorney, has 
4 o, F been elected to the board of 
trustees of American Surety. 
Edmund H. Larson has been 
elected treasurer. He has been 
with the company since 1926. 





oY y Eastern Department Mid-America Department Pacific Coast Department 
76 William Street 310 S. Michigan Avenue 2975 Wilshire Blvd. 
New York 5, N. Y. Chicago 4, Illinois Los Angeles 5, California Continued on page 76 
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Annual Statements 


Balance sheet of 
ee Bhd THE HOME INSURANCE COMPANY - DECEMBER 31, 1957 


KENNETH E. BLACK ADMITTED ASSETS 
President 
S$ 57.938.486.35 
‘ : ; : 25,887 .447 
DIRECTORS sonds <a 89,351,018 
’ 1 Commor tock a ee ' 197,644,275 
Banks st Ce . age 22,244,243 
The Home Inder ( nor “6% 15,013,842 
6.661,142.92 


7.640.445.25 


e Insurance ( 


8.393 290.79 


$450,774,193.18 


LIABILITIES 


Res or Unearned c s De ey a= aa ee aa 172,710.00 
Res f L_osses Oss ses ‘ Poet 19, 355,995.00 
Res ’ 25,000.00 
2.426, 401.81 

Dividends ired ; i ie a 2 (00,000.00 
Othe labilities ° ‘ p . ‘ 3.922 416.56 
$240,402 523.17 

00000) OO OO) 

190.371.670.01 

210.371,670.01 





Balance sheet of 
THE HOME INDEMNITY COMPANY - DECEMBER 31, 1957 





ADMITTED ASSETS 


l ( s Gover iT ‘ ; ee a eer $20,317.12 


Housing 1 5 14! t 5,829,627 
l 


O I nas ; . ; 19,120,899. 2¢ 
‘ i 


$29 915 889.00 


29 482 654.00 


1.028 000.00 
r A. Pay 
RD MEYER 


$15.013.927.10 


S60 086.496.9495 


RoBerT G. GOELET 
Real Estate 





WALTER F. PEASE 
Shearmar s 


MIUMRCHCE COMM, 
THE HOME 25 
Property Protection since 1853 


and THE HOME INDEMNITY COMPANY 
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FINANCIAL STATEMENT 
December 31, 1957 


Bonds 

Real Estate Loans 

Stocks . 

Cash in Banks and Offices 

Real Estate 

Net Unpaid and Deferred Premiums 

Policy Loans 25,295,709.79 
Collateral Loans 160.000.00 
Interest Due and Accrued 4,010.201.36 





TOTAL ASSETS $ 96.079,268.82 


LIABILITIES 

Policy and Contract Reserves: 

Life and Annuity $ 563.150.755.000 

Accident and Health 14.282.344.00 
Investment and Mortality Contingency Fund 10.000.000.00 
Gross Interest and Premiums Paid in Advance 2.357.394.34 
Taxes Accrued But Not Due 1.807 ,971.31 
Agents’ Bond or Savings Deposits 1.039.617.60 


Reserve for Policy Claims in Process of Payment 239.850. 1 


3. 2 
Commissions Accrued to Agents and All Other Items . . 3.904, 753.85 





Liabilities Other Than Capital and Surplus 602.782.686.22 


Capital and Surplus 93.296,582.60 


TOTAL LIABILITIES $ 696.079,268.82 








Gain in Life Insurance in Force During 1957 $ 371.727.932.00 


Total Life Insurance in Force December 31, 1957 ....  =4.975.841.769.00 





THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE _NASHVILLE, TENNESSEE 
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“Unforeseen events ... need not change and shape the course of man’s affairs” 


— 
ny 


mats SYS STIL 


That’s only the half of it 


Inflation has taken a big bite out of the dollar. Replacement costs are up... 


and so is your need for adequate insurance. For dwellings alone, 
values are up about 70% in the last eight years. Are you safe? 
Better make sure. With the help of your Maryland agent or broker, 
find out the actual replacement value of your home and all 
your furnishings and personal possessions at today’s prices. 
Then bring your protection up to date. Remember: because 


your Maryland agent knows his business, it’s good business for you to know him. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


There are many forms of Maryland protection for business, industry, and 


Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers. 


the home. Casualty Insurance, Fidelity and Surety 





DroKer 
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APPEARING 58,127,170 TIMES 


...to help you chalk up more sales of this 
important new product from New York Life! 


: a 
~ * 


, ssur ecumulato 
Announcing New York Life’s new Assu ed Accu ulator 


Hard-working ere 
Advertisements New Plan combines the security of life insurance 
like this one will be seen with the advantages of 2 successful investment - 
by millions in Life, re acne 
Saturday Evening Post, Now New York Lies sew Assured oT prema cats for al a9 = 
Look, Better Homes & pono an - a= vs — : = ries Se | New York Life 
Gardens, Time, Sunday Pace ti umurace policy rm you a8 Sy cod tage 25 al SO. 3 rance @& 
Newspaper Magazine 
Sections and daily 
newspapers. They’|l 
help stimulate even 
greater demand for 

New York Life products. 





THE ‘i 
E 
ee t sa ¥Ore 
N Yo), Si FE ~ 
eC AY Or e ts Tne Cox SEN; 
A SOop MUNK re 


MAN a 
U 


Insurance Company 


51 Madison Avenue, New York 10, N. Y. 


A MUTUAL COMPANY | AQ 0 FOUNDED IN 1845 


Life Insurance + Group Insurance + Accident & Sickness Insurance * Employee Pension Plans 
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UNITED STATES FIDELITY 
and GUARANTY COMPANY 


Baltimore 3. Maryland 


62nd a or 


December 31, 1957 


Cash woe Ree ; $ 21.645,423 
Investments: 

Bonds A Det ores Te $224.739.129 

Preferred Stocks 22,482,143 

Common Stocks 86,778.969 334,000,241 
Premiums Receivable* 32,849,394 
Office Buildings—less depreciation 7.476.161 
Accrued Interest 1.602.646 
Other Admitted Assets 12.333.531 


“4 w ¢ 7S 
$429.90 ..5 


LIABILITIES, CAPITAL STOCK AND SURPLUS 
Reserves: 
Claims and Adjustment Expenses 
Premium Taxes and Operating Expenses 
Unearned Premiums 
Other Liabilities 
Dividend Pavable January 15, 1958 
Totat LiIaBILitiEes 
Capital Funds: 
Capital— ($10 par value) 
Surplus 
Voluntary Reserve 


Tota CapitaL Funpbs (PoLicyYHoLDERS’ SURPLUS) 103,503.300 


> 


$429.907,396 


Securities values, except of subsidiary insurance companies, as prescribed by the 
National Association of Insurance Commissioners: Bonds at amortized values, stocks 
other than those of subsidiary insurance companies at values prescribed. Stocks of sub- 
sidiary insurance companies are carried at less than book value. If stocks of subsidiary 
insurance companies were carried at book value and all other securities at market, Policy- 
holders’ Surplus would be $91,622,038 

Cash and securities in the amount of $9,237,500 are deposited, as required by law. 


*Excludes Premiums Receivable over 90 days old 


+ Includes $2,938,296.90 tax recoverable due to operating loss carry-back. There is avail- 


able an operating loss carrv-forward of 36,296,589 tax dollars against future operations. 


\U.S.F.&G. 


Casualty-Fire-Marine e¢ Fidelity-Surety 
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Here is how today’s 
JOHN HANCOCK 
helped safeguard 


independence in 1957 


Today, financial independence is a vital American requirement, and John Hancock is 
helping deliver it to over 10 million policy owners. We do so with sacred regard for the 
individual and his needs. This ideal of service, strongly held by every John Hancock 
representative, has brought us in 1957 to the greatest record of insurance in force and 


total assets in our long history. 





How we paid benefits How we safeguard the future 


Over $114 million paid out in benefits Assets: $5,163,266,034. (Obligations, 
every working day in 1957 — throughout $4,658,805,946; contingency funds, surplus 
every State and Territory of the U.S. and and special reserves, $504,460,088. 


various Canadian provinces. aa 
American industry and communities 


$654,121,684 paid to or set aside for policy strengthened by John Hancock invest- 
owners or beneficiaries in 1957, an increase ments —an average of $2'4 million invested 
of 6.5%. every working day. 


John Hancock made 1,561,224 benefit Over $2014 billion of John Hancock in- 
payments to policy owners or beneficiaries surance in force at the end of 1957 — an 
in 1957. increase of 9.8% 





MUTUALJZ LIFE on ee COMPANY 


BOSTON, MASSACHUSETTS 





Our complete Annual Report will gladly be sent on request 
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OLD COMPANIES LIKE OLD FRIENDS WEAR WELL 


years of service 


The North River Insurance Co Organized 1822 . 136 Years 
United States Fire Insurance Co. ... Organized 1824 . 134 Years 
The British America Assurance Co. . Incorporated 1833 . 125 Years 
Westchester Fire Insurance Co. .... Organized 1837 . 121 Years 
The Western Assurance Company . Incorporated 1851 . 107 Years 


623 Years 


We are proud that all of the companies under Crum and Forster management 
are now in their second century. 


Old in years, but young in spirit, they have drawn on their experience 


of the past to meet the challenge of the future. In this way they have kept 
faith with producers and the public. 

We are deeply grateful to the agents whose efforts have made this record 
possible. Your consideration of joining this distinguished circle of companies 
is sincerely invited. 


CRUM S& FORSTER GROUP 


of Insurance Companies 
CASUALTY .-+« @a@e © MABimwE ce SURETY 


110 WILLIAM STREET + NEW YORK 38, NEW YORK 


WESTERN DEPT. FREEPORT, ILL. + PACIFIC DEPT.. SAN FRANCISCO + SOUTHERN DEPT.. ATLANTA + ALLEGHENY-OHIO DEPT.. PITTSBURGH + VIRGINIA-CAROLINAS DEPT. DURHAM WN C 
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EMPLOYERS REINSURANCE CORPORATION 


FINANCIAL STATEMENT AS OF DECEMBER 31, 1957 


ETS 


Ran UN I IN ons eg ino wala eb whan ov kas ein 
Bonds: 
United States Government.................$24,105,142.68 
Canadian Government . . 1,011,448.73 
State, County and Municipal ... 26,912,208.83 
Revenue, Agency and Authority Bonds 
of States and Political Subdivisions........ 3,842,617.98 


Wetee DOMES . 666s kone. ... 55,871,418 
Stocks 8,838,454.0 
Uncollected Premiums (not over 90 days) ae 866,462. 
Interest Accrued and Other Admitted Assets ee 193,986 


Toetal Admitted Assets. ... .......<6 cc 00c000 ; .$70.601.597.35 


LIABILITIES 


Reserve for Claims and Claim Expense. . . .. «©. $31,216,541 .29 
Reserve for Unearned Premiums...... ... 16,820,264.90 
Funds Held Under Reinsurance Treaties........................ 4,078,105.04 
ees es ee TA. ws a. ks on ese ee ee idee oe cds ese 1,417,016.31 
Capital $ 3,000,000.00 
a Sere es ee ....+++ 14,069,669.81 








17,069,669.81 
...$70,601,597.35 


Securities carried at $4,157,439.72 in the above statement are deposited as required by law. Bonds are 
valued on an amortized basis and stocks at prices prescribed by the National Association of Insurance 
Commissioners. On the basis of actual market values at December 31, 1957 for all bonds and stocks, 
surplus to policyholders would be $15,787,554.24. 





REINSURANCE IN MULTIPLE LINES 





KANSAS CITY, MISSOURI 
21 West 10th St. 





NEW YORK CHICAGO SAN FRANCISCO 
107 William St. 175 W. Jackson 100 Bush St. 
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Provident Mutual 


Life Insurance Company of Philadelphia 


Worth a second look 


Niwereen FIFTY-SEVEN was an outstanding year 
for Provident Mutual. The volume of life insurance 
in force exceeded two billion dollars for the first time 
—having increased from $1,820,760,000 at the end of 
the year 1956 to $2,102,802,000 at the end of 1957. 

But the true significance of the year is only appar- 
ent when you look behind the figures—to the sweep- 
ing changes effected by the Company late in 1957. 
These innovations include such developments as 
quantity discount on policies over $4,000; a general 
reduction in standard premium rates; theintroduction 
of major medical coverage in the areas of Individual 
and Group insurance; and many liberalizations. They 
also include the introduction of life, accident and 
health insurance for small groups of employees and 
expansion of standard Group coverages. 


To the insuring public, these new developments mean 
opportunities to purchase broader coverages at lower 
cost. To the Company, they mean new horizons of 
growth and service, geared to modern insurance prac- 
tices and needs. Based on extensive study of today’s 
insurance markets, they are designed to meet the 
challenge of changing economic trends and con- 
ditions. 

Even more, they reflect Provident Mutual’s 
determination to continue to grow dynamically 
to bring the best in sound planning and program- 
ming to policyowners everywhere. Your “second 
look’”’ at Provident Mutual reveals a Company 
looking not back at 93 years of productive history, 
but looking forward to new and rewarding areas of 
protection and progress. 


Provident Mutual 


Life Insurance Company of Philadelphia 
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How to 





your earning power 


Write for particulars about the Aetna Agents’ Multiple Line Training Schoo! 


As insurance problems become increasingly complex, the 
agent with special training enjoys distinct advantages in 
increasing his earning power. The Aetna Agents’ Mul- 
tiple Line Training School offers a proven way to acquire 
broad knowledge of insurance coverages and new skill 
in sales techniques. 

The course is conducted for seven weeks at the end of 
which graduates are awarded a certificate. Instruction is 
by means of lectures followed by classroom discussions 
and demonstrations, plus homework assignments and 
written tests. 

The risk approach is used wherever applicable, and all 
types of insurance—fire, marine, casualty and surety— 


are analyzed as they apply to given risks. Emphasis is placed 
on modern broad form policies such as Homeowners, 
Comprehensive Liability and new criminal loss coverages. 
Considerable time is devoted to sales techniques, and 
members of the class have the opportunity to observe and 
demonstrate tested methods. All instruction and class- 
room materials are provided by the Aetna. 

Agents of companies comprising the Aetna Insurance 
Group or men associated with such agents are eligible for 
admission. Your local Aetna fieldman will be glad to 
furnish further information about the school, or write 
Educational Dept., Aetna Insurance Group, 670 Main St., 
Hartford 15, Conn. 


Below are stories of two of the many successful graduates of the School. 


James A. Lindsey, Jr., V.P. 

Neil-Akers & Co., 

Los Angeles, Cal. 
Mr. Lindsey joined Neil- 
Akers & Co. in 1945, became 
Treasurer in 1947 and upon 
returning from the Aetna 
Agents’ School was elected 
Vice President. ““The School 
certainly advances one,” he 
says. “I regard it as a big step 
in securing knowledge of in- 
surance coverages and help- 
ing me serve clients profes- 
sionally.” Mr. Lindsey is ac- 
tive in Los Angeles and state 
insurance associations. Hob- 
bies: travel and photography. 


Max Becker, Jr., 
Gurney, Becker & Bourne, Inc., 
Buffalo, N. Y. 

Mr. Becker was one of the 
top men in his class at the 
Aetna Agents’ School, and he 
has been making a top record 
in the insurance business. 
Commenting on the School, 
he says: “I received an in- 
credible amount of practical 
information about insurance 
problems, coverages, agency 
management and underwrit- 
ing. The courses materially 
broaden anyone's knowl- 
edge.” Mr. Becker engages in 

numerous Civic activities. 


ETNA INSURANCE GROUP 


AETNA INSURANCE COMPANY 
THE CENTURY INDEMNITY COMPANY »+ 


HARTFORD, CONNECTICUT 


¢ THE WORLD FIRE AND MARINE INSURANCE CO. 
STANDARD INSURANCE CO. OF N. Y. 
Clinton £. Allen, President 
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Southwestern Life REPORTS... 


The accompanying statement of condition and 
other operating results for 1957 tell of another 
year of substantial progress by Southwestern 
Life in serving the insurance and investment 
needs of the growing Southwest. 


Din ANNUAL STATEMENT 
OF CONDITION DECEMBER 31, 1957 


ASSETS 


United States Government Bonds 
County and Municipal Bonds 


Public Utility and Corporation Bonds 


Cash . poe ; 
Loans Against Cash Values of Policie 
Accrued Interest and Miscellaneous Assets . 
Net Premiums to Complete Policy Years . 


Polic 
Premiums and 


Reserve for Taxe 


Surplus Funds for Protection of 
Reserve for Contingencies 
Capital Stock 
Surplus : 
Total Capital and Surplus Funds 


TOTAL LIABILITIES AND SURPLUS FUNDS . 


JAMES RALPH WO 
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Southwestern Life 


During the year assets increased to a total of 
$418,163,384. For some years the Company 
has ranked among the top 5% of all life insur- 


ance companies in the United States. 


Southwestern Life’s resources, con- 
sisting for the most part of Policy- 
owners savings, continue to be an 
important factor in the economic 
development of the area served. 
These funds are invested in the con- 
struction or improvement of homes, 
churches, hospitals, schools, roads, 
farms, ranches and industrial enter- 
prises, all of which contribute to a 
high and rising standard of living 
in the Southwest. More than 
$57,000,000 of new 
ments were made in 1957. 


More Than $1,615,000,000 
insurance in Force 


Total ownership of Southwestern 


such invest- 


Life Insurance at the end of the year 
amounted to $1,615,486,922. The 
twelve-month gain was the largest 
ever recorded by the Company. It 
was the ninth consecutive year in 
which the ¢ jompany s agency organ- 
ization achieved a new production 
record. 


New Record in Policy 
Benefits Paid 


Benefits paid to policyowners and 
their beneficiaries reached a new 
calendar-vyear high of $25,215,156 
and such payments by the Company 
since it was organized nearly 55 
years ago amounted to $266,832,104 


INSURANCE 
COMPANY 


FAMILY PROTECTION - BUSINESS LIFE INSURANCE + ANNUITIES - PENSION PLANS + GROUP LIFE INSURANCE 





Lud your FAMILY on 
your payroll fist! 


NOW 


ONE BILLION 
DOLLARS 
OF LIFE 

INSURANCE 
IN FORCE 


On August 26, 1957 

Pan-American Life 

Insurance Company 

passed the mark of 

One Billion Dollars of 

Life Insurance fy of, 

in Force. i & 


LE 


Ads similar to this 


NEWSWEEK Jour Lan-American Agent 


he a 
 ) 


magazine and in 53 


major newspapers 

have enidan ar Cal SHOW you how. oe 

Field Force in reaching 

this goal—they will Uppermost in the mind of every man with a wife and children 
continue to aid them is to provide a fine standard of living for them today .. . and, 
in their future progress. to be certain they continue their standard of living in the 
You can “put yourself, future. If all of his salary goes into other hands every pay- 
and your family, on day, there’s nothing left for family protection. The wise man 
your own payroll puts his family on his own payroll first! A brief talk with 
first’? not only through a Pan-American representative will quickly disclose how easy 
our life insurance, it is to provide security with a special Pan-American Life 
but also by Insurance policy. 


representing us under . 
Among the top 10% of Pan-American 


U. S. life insurance 


PAN-AMERICAN’S componies — writing ’ 
CAREER CONTRACT a A Life Insurance 


Company 


D President A dt i | “ij | ) A MUTUAL 
a) Ue CO (iit COMPANY 
Kick BPkKLaure 


NEW ORLEANS 
Vice-Pres. & Agency Director 


insurance. 
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Life Insurance: Continuing Strength 
bot insurance has been America’s strongest 


financial line of defense even before this 
country became a nation. At the turn of the 
nineteenth century several companies in several 
states were accepting insurances and annuities. 
One of these continues in business to this day. 
When the twentieth century began, legal re- 
serve life insurance was at a height of pros- 
perity and popular acceptance. Men of every 
economic status embraced its protection. Joh 
Wanamaker had purchased the first million-dol- 
lar policy. The nation’s Presidents had pro- 
claimed its worth. For the growing number of 
industrial workers, a new easy payment insur- 
ance had been devised. According to THE 
SPECTATOR’S Insurance Year Book, there were 
77 licensed companies. Of those companies, the 
48 continuing in business reflect the strength of 
the institution. 
The record for the dawn of this century 


uggregates of insurance 


cluded combined : 


force at arly $9 bi 


r 
llion. There were three 
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panies which each had more than $1 billion and 
11 had more than $100 million outstanding. THE 
SPECTATOR said: “The business now occupies a 
position in the estimation of the public which is 
well nigh impregnable.” 

As the nation prepares against possible eco- 

travail, more than 125 million of her 

by their ownership of a policy, attest 

the belief of America that life insurance is 
strongest financial line of defense. 

This the financial records again attest. Insur- 
ance outstanding reaches the half trillion dollar 
mark. In North America, 74 companies each 
have more than $1 billion of insurance in force 
and some 254 provide at least $100 million of 
protection. 

“The record of life insurance,” recently noted 
THE SPECTATOR, 
with a key to financial, industrial and employ- 


“not only supplies economists 


ment trends, but is a tribute to the desire of 


every American to secure the financial integrity 


of his family.” 


J fel: Cocllou 


EDITOR 
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spectator’s daily reports 


selected news items from industry and business of importance 





Capitol Headlines by Ray Stroupe 


Suggested taxing of all fire and casualty insurers by the same 
formula is assailed before Congress. Mutual Insurance Committee 
on Federal Taxation affirms that even under identical tax plans, 
insurers’ taxes often differ greatly. American Reciprocal Insur- 
ance Assn. also warns against the single formula. 


Built-in safety devices for automobiles may be called for by 
Congress. Rep. Roberts, D., Ala., promises his traffic safety sub- 
committee will consider his bill for protection of motorists, this 
spring. He would have the National Bureau of Standards prepare 
safety criteria for car producers to meet. 


Acceptable bids are offered by insurers to finance new federal 
buildings in Burlington, Vt.; Durham, N. H., and Kingsport, Tenn. 
John Hancock Mutual Life turns in low bids on the first two 
projects. Provident Life & Accident, Chattanooga, is successful 
bidder on the third. 


State insurance rating bureaus are cautioned to limit their 
efforts to keep members from departing from established rates. 
If bureaus go too far, advises U. S. Assistant Attorney General 
Victor Hansen, their efforts might be held coercive. Such efforts 
would be contrary to federal antitrust laws. 


Supported anew before Congress are H. R. 9 and 10. New 
York Stock Exchange says the bills, to help self-employed persons 
set up retirement programs, would aid more than 10 million. 
American Osteopathic Assn. and National Council of Salesmen’s 
Organizations back the bills, with reservations. 


Prospects of major changes in government employee group life 
insurance this year are dim. One bill awaiting Senate action 
would merely halt the decline in policy values after the policy- 
holder reaches age 65. Surplus in the system advanced from $100 
million to $132 million in the past year. 


Installment plan for converting GI term insurance to permanent 
type is described by the Veterans Administration. World War II 
veterans may convert $1,000 initially, handling the rest in any 
amounts that are multiples of $500. They may use their annual 
dividends as part of the conversion outlay. 


Choose employees carefully to shield your business from loss, 
counsels a new Small Business Administration leaflet. “Protecting 
Your Business Against Dishonesty” also names other means of 
guarding against losses. Winston Mergott, vice president, Liberty 
Mutual, wrote the text. 


January 23—More individual life 
insurance is being sold each 
year but the number of people 
buying remains relatively con- 
stant, according to a recent survey 
by the Life Insurance Agency 
Management Association. 

In the five-year period from 1952 
to 1956 the volume of sales (both 
ordinary and industrial) increased 
63 per cent. Policy size increased 
19 per cent. But the number of new 
policies increased only 10 per cent. 
This trend toward larger-size poli- 
cies was more pronounced in 1956 
than in any single previous year. 

Although the total number of 
new policies increased only 10 per 
cent from 1952 to 1956, the number 
of ordinary policies has increased 
by 48 per cent. The number of in- 
dustrial policies sold in 1956 is 
below the 1952 level. 


January 29—More than half of a 
panel of the National Associa- 
tion of Life Underwriters prefer 
the term “life underwriter” to 
“agent” or “life insurance sales- 
man,” it is indicated by a _ poll 
taken by Life 
The panel of 200 NALU mem- 
bers was asked, “Do you believe 
that the term ‘life underwriter’ ac- 
curately describes your job func- 


Association Ne ws, 


tion and professional status, or do 
you prefer some other descriptive 
title?” 

Fifty-two per cent of respond- 
ents favored “life underwriter,” 
21.6 per cent preferred “agent,” 
14.2 per cent liked “life insurance 
salesman,” and 12.2 per cent sug- 
gested some other designation. 


January 30—House of Represen- 
tatives today approved a bill 
extending the Mills Law to cover 
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for insurance men 





the 1957 income taxation of life 
insurance companies. 

The House Ways and Means 
Committee reported the Mills Law 
extension after Secretary of the 
Treasury Anderson agreed in a 
letter to Chairman Mills and in 
public testimony before the Com- 
mittee to go along with reenact- 
ment of the Mills Law for the tax 
year 1957. 

The House earlier approved the 
Technical Amendments Bill, after 
the Ways and Means Committee 
provision which would 
partially restored the pre- 
mium payment test of life insur- 


deleted 
have 


ance ownership for tax purposes. 
The Technical Amendments Bill 
also now goes to the Senate Fi- 


nance Committee. 


Profile of a CLU 
January 31—What does a CLU 
look like? Candidates who 
registered to take their first CLU 
examinations last June averaged 
33 years old and had five years of 
experience in life insurance. Four 
out of five of them were in the 
field (in agency management or 
life underwriting) and 53 per cent 
were college graduates. 

This profile in the Annual Re- 
port of the American College of 
Life indicates that 
CLU’s in general tend to stay in 
the life 
stick with the same company, and 
to earn an income (median) of at 


least $14,000 from life insurance 


Underwriters 


insurance business, to 


sales alone. 

Since the American College was 
established in 1927, it has granted 
the CLU designation to 6,719 in- 
dividuals. Its records show that an 
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by PAUL WOOTON 
Member, Chilton Editorial Board 


WASHINGTON TRENDS 


IFE insurance companies are 
being relied upon to provide 

at least half a billion dollars in 
connection with the financing of 
the Post Office Department’s 
lease-purchase construction pro- 
gram. The full program depends 
authorizing in- 
rates. At this 
writing there is uncertainty as to 


on legislation 
creased postal 
Congress will do, but 
later the 


what 
sooner or plan of 
rehabilitating and modernizing 
post office 
through. 


Life insurance executives and 


facilities will go 


the people of Virginia are mort 
than __ pleased that Senator 
Harry F. 
decision to retire 
life. As 


nance committee, he has st 


Byrd reconsidered his 
from publi 


chairman of the F 


through the 


r-square 
against the demagogues 
V( ild 


panies. 


prey On Insurance com- 


Had 


Senator 


Senator Byrd re- 


tired, Robert S. Ken 


wo ild 


chairmanship 


ae 
have succeeded to the 


were the Demo- 
crats to remain In the 
at the next Congress. 
Kerr’s leadership some 
in committee policy 

ild be made. 

Just what the Treasury 
mind with regard to the taxation 
f life insurance companies had 
not been revealed as this is writ- 


ten. The 


} 
not be 


proposed formula may 


t this ses- 


brought out a 
There is talk of hearings 


the adjournment of Con 





February 


additional 9,504 persons have re- 
ceived credit for passing from one 
yy more of the five examinations. 


1—“Strike insurance” 


was called an “unfair labor 


ice’ in resolutions by the St. 


’aul and Minneapolis units of the 


Senators Hubert Humphrey and 
Thye of 


passed the resolutions on 


Edward J. Minnesota 
1 to the 
Senate’s Labor-Management  In- 

Continued on page 24 


»« 


> 
» 





Daily Reports 


Continued from page 23 


quiry Committee, headed by Sen- 
ator McClellan. 

The Guild units complained that 
the St. Paul newspapers, closed by 
a strike of union mailers, have in- 
sured themselves mone- 
tary loss in the event of a shut- 
strike. This 
resolutions suggested, was some- 


against 


down practice, the 


thing the Senate committee should 
explore. 

Editor & Publisher reported the 
committee’s staff had written for 
more information to determine 
whether the complaint is within 


the jurisdiction of the committee 


Canadian Fire Rates 
February 3—(From Canada) A 

concerted effort is being made 
by both tariff and non-tariff com- 
panies to put the fire insurance 
business in Canada on a sounder 
footing. 

To reverse the trend of 
years of giving more coverage for 
less premium, an increase in rates, 
averaging about 15 per cent, has 
gone into effect and some changes 
in coverage have been made. 

Rates for extended 
the source of most of the financial 
pinch, have been given the big- 
gest hike. Chiefly affected are pri- 
dwellings, seasonal dwell- 
ings, apartment houses, farms, 
tobacco farms and risks rateable 
under the special small 
tariff. 

Efforts will continue to be di- 
rected toward developing fire 
rates which will be fair to the 
public yet will offer companies a 
chance to break even on their op- 
erations. In the future, too, claims 
are likely to be scrutinized more 
carefully to see that payment is 
not made for losses not covered 
under the contract. 


past 


coverage, 


vate 


store 


Underwriting losses to the com- 
panies, Dominion and provincially 
licensed, approached $40 million 
in 1956. It is estimated that 1957 
losses reached $60 million or more. 

Lillian Millar. 
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February 5—Association of Casu- 

alty and Surety Companies is 
opening in Tallahassee, Florida, 
a branch of its public relations 
department to serve six southeast- 
ern states. 

Albert M. Thomasson, who has 
directed public relations for the 
Florida State Insurance Depart- 
ment during the past 
years, has been appointed public 
relations director of the Associa- 
tion’s new Southeastern Division 
and will be in charge of the Talla- 
hassee office. 


several 


This is the fourth such regional 
operation established by the As- 
sociation. The others are located 
in Oklahoma City, San Francisco 
and Chicago. 


Population Up in 1957 
February 11—United States and 
Canada each experienced rec- 
ord natural increases in popula- 
tion during 1957, statisticians of 
Metropolitan Life report. 

Natural increases —excess of 
births over deaths—in 1957 added 
about 2,680,000 to the U. S. popu- 
lation, slightly more than the year 
before. Migration added another 
530,000 persons, or several thou- 
sand less than the year before. 

In United States the population 
increase raised the total (includ- 
ing the Armed Forces overseas) 
to 172,830,000 at the end of the 
year. Since the 1950 Census, 21.7 
millions have been added, an in- 
crease of 1.7 per cent annually. 

All sections shared in the 
growth, but not in equal measure. 
The Pacific states continued to 
experience the largest rate of in- 
crease, 3.0 per cent. Since April, 
1950, California alone has added 
almost 3.6 million inhabitants. 

In Canada, the natural increase 
reached a new high with a gain 
of 338,000. Canada also had an 
unusually large gain through mi- 
gration—more than 200,000. This 
was double the number in 1956. 

Canada’s 1957 increase brought 
the country’s total population to 
16,900,000. Ontario and Quebec, 
the two largest provinces, 
tinued to grow rapidly. In fact, 
the population of Ontario in- 


¢con- 


creased by more than 4 per cent, 
reaching 5.75 million at the end 
of the year. The rate of growth 
was even greater on the Pacific 
Coast, the population of British 
Columbia increasing by 6.4 per 
cent. 


February 12—Robert E. Dineen, 

former New York Superinten- 
dent of Insurance, has proposed 
the creation of a permanent re- 
search staff for the National As- 
sociation of Insurance Commis- 
sioners. 

In a paper presented to the In- 
surance Regulation Institute in 
Dineen called the 
Also 


recommended were development of 


Lansing, Mich., 
need for such a staff “‘acute.” 
a research library, briefing ses- 
sions for commissioners and their 
staffs at NAIC meetings, and reg- 
ular educational seminars. 

Now vice president of 
western Mutual Life, 
cited the lack of a 
fact-finding staff within the NAIC 
as a major shortcoming. 


North- 
Dineen, 


professional] 


Two New 


Commissioners 

February 14—New York and West 
Virginia will get new insur- 

ance commissioners. 

Leffert Holz, State Superinten- 
dent of Insurance for New York, 
resignation effec- 
tive March 15. Governor Harri- 
man named J. S. Wikler, now 
First Deputy Superintendent, to 
succeed Holz. 

C. J. attorney, was 
named to become West Virginia 
commissioner of insurance. H. M. 


announced his 


Pearson, 


Neely, former commissioner, has 
been named to the same post for 


public institutions. 


February 18—Average length of 
life of American wage earn- 
ers and their families decreased 
slightly in 1957 from the all-time 
high of 70.2 years established the 
year before, statisticians of Metro- 
politan Life Setback, 
after 13 annual increases, is at- 
tributed largely to the effect of 
the Asian influenza outbreak in 
the last months of 1957. 
provisional mor- 


reported. 


According to 
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tality figures for 1957, the aver- 
age length of life (expectation of 
life at birth) for Metropolitan’s 
industrial policyholders was 69.9 
years, or 0.3 years below that for 
1956. 

In spite of the decrease, the 
statisticians point out, the figure 


for 1 


that of a decade ago and by 23% 
years the figure for 1909. 


exceeded by 3% years 


February 19—An eleven-year rec- 

ord low of 718,874 industrial 
accidents in New York State were 
reported to the Workmen’s Com- 





Milestones 


Thompson Derr & Brother, Inc., managing general insurance 
agency in Wilkes-Barre, Pa., observes the 100th anniversary of its 


i 


founding this year. Ellsworth Parkhurst was recently re-elected 


president. Firm is reported to be the 


agency in the country. 


oldest managing general 


Monumental Life, Baltimore, Md., celebrates its 100th anniver- 
sary this year with a total in force of over $1 billion. Company 


operates in 13 states and the District of Columbia. 
Equitable Life Assurance Society, New York, has announced 


plans for a centennial meeting, July 26 to 29, 
York Coliseum. Cornerstone will 


be laid in the 


1959, in the New 


companys new 


home office building on the Avenue of the Americas. 


Afco, national pre- 
mium budget organ- 
ization, has reached 
the $100 million 
mark in volume. Ac- 
count marking this 
point was submitted 
by agent Paul W. 
Rork, Right. In rec- 
ognition. Afco pur- 
chased the 
for the 

Robert Bayne, left 
John Sheehan of 


Afco presents check 


policy 


insured 


covering premium 


on three-year policy 


Mutual of Omaha will mark the 50th anniversary of its founding 
in 1959. Promoted to serve as co-ordinators of the program with 


the title of Assistant to the President are C. 


Meade Chamberlain, 


assistant public relations director; Charles Hermanek, adminis- 
trative assistant; and James E. Barrett, assistant vice president. 
Continental American Life, Wilmington, Del., climaxed its 50th 


anniversary observances with a banquet 


speaker was Harry S. Smith, 
State Mutual, Flint, Mich., 
year. 


January 17. Principal 


Delaware insurance commissioner. 


observes its 50th anniversary this 


William F. Brophy, assistant actuary for the Philadelphia Life, 


marked his 50th service anniversary with the « 


Pe. 


Harry E. Gladfelter, cashier of the Seattle agency 


ompany on January 


for Equitable 


of Iowa. retired in February after 50 years of service in that 


agency. 


17 
| 


Harry G. Anderson, cashier, and Arthur R. Schroeder, mill and 


elevator division, have retired 


from Millers National. 


Anderson 


served 49 years with the company, and Schroeder 46 years. 


Matilda Wells, special agent 


in Detroit for The Prudential, 


marked her 25th year with the company in February. 
Follett L. Greeno, a former president of the New York State 


Association of Insurance Agents, 


has observed his 25th anniver- 


sary as a director of Excelsior, Syracuse, N. Y. 
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came effective 


pensation Board last year, Miss 
Angela R. Parisi, Board Chair- 
man, announced. 

reported 


Number of accidents 


during 1957 represented a de- 
crease of 29,986, or 4 per cent, 
from the 748,860 reported in 1956, 
and was only 409 above the post- 
war low of 718,465 in 1946. 
After reaching an all-time peak 
f 861,845 reported in 1951, acci- 
dents declined steadily for a de- 
rease of 16.6 per cent from 1951 


to 1957. 


Surety Deductibles 


19—Surety Association 
of America has introduced a 


February 


new program that will 


provide 
deductibles ranging from $100 to 
$1,000 for Bankers Blanket Bonds 
24 for commercial 


Form 5 for savings banks, 


Forms 2 and 


the savings and loan as- 
ion Form 
Effective now, 


+ 


pected make 


flexible program 


and producers. 


February 20—The purchaser of 
retail merchandise under an 


+ + 


allment sales con in I)li- 


rat 
rois has the privilege of choosing 


the company from whi 
“ance coverll 
bought. 


Direct 


‘luded in the 
Sales Act,” passed 
1957 General Assembly, which be- 


January 1. 


irchased on the installment 
further provides tha 
be given to the 
ne purchaser 
surance 


» holder of 


February 24—Life insurance sales 
ial climbed 36 pe 


o , 
1957 to reach a ne 


over $11.2 billion, accord- 


} 
Ing oO its annual report Issued 


Carrol M. Shanks, president. 


Continued on page 26 
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Continued from page 25 


Peak sales brought the total of 
insurance owned by the company’s 
34 million 
billion, compared with $58 billion 
at the end of 1956, a net increase 
of $7 billion for the year. 

Other highlights: 
$13.9 billion, up $657 million over 
1956. Payments to policyholders 
and beneficiaries totaled $1.3 bil- 
lion, an increase of more than $170 


policyholders to $65 


Assets rose to 


million over the previous year. 

Investments during 1957 aggre- 
gated $1.4 billion, bringing the 
company’s total investment to over 
$11 billion. 

The rate of investment earnings, 
before Federal income taxes, 
from an average of 3.76 per cent i1 
1956 to 3.88 per cent in 1957. Fed- 
eral income taxes of $38 million 
resulted in net earnings of 3.58 
per cent, compared with 3.47 for 
the previous year. The 1957 earn- 
ing rate was the highest attained 
in the past 20 years. 


rose 


Other aspects of the sales pic- 
ture showed that: 
Ordinary sales, including the 
company’s program for small busi- 
nesses, billion, com- 
pared to $5.2 billion in 1956. 


— 


rose to $7.7 


Monthly debit sales rose 80 per 
cent to $1.6 billion. Sales of weekly 
debit insurance, continuing their 
downward trend, dropped from 
$243 million to $145 million. 

Group life sales of $1.8 billion 
were the highest in the 
company’s history, off $158 million 
from the record year, 1956. 


second 


The number of persons covered 
by Prudential’s individual sick- 
ness and accident policies rose to 
1,250,000. Annual premiums from 
the 1957 sales of these 
amounted to $25.7 million, an in- 
crease of $1.7 million. 


policies 


26—The 
Plan” life policy, covering all 


February new “Family 
members of a family in a single 


contract, developed in the past 
year and a half, now covers 3,600,- 
000 persons in 900,000 families for 
a total of more than $9 billion of 


protection. 


26 


Of this, at least $2 billion is in 
“Family Income” riders added to 
the basic policies. 

This is shown in a survey made 
by the Institute of Life Insurance, 
covering the ownership of this 
plan at the start of this year and 
purchases during the past year. 

The “Family Plan” purchases in 
1957 accounted for nearly 20 per 
cent of total ordinary life bought. 
The year’s new policies totaled 
800,000 covering 3,200,000 individ- 
uals for total protection of $8 bil- 
lion. 


February 26—Payments by Metro- 
politan Life to policyholders 
and beneficiaries last year 
amounted to $1,513,000,000, Fred- 
eric W. Ecker, president, an- 
nounced. It was the fifth year in a 
row in which the payments ex- 
ceeded a billion dollars. 
The payment total, which is at 


the rate of $6 million for each 
business day, exceeded the pre- 
vious year’s by $182 million. 

Mr. Ecker described the year’s 
record as “the best from an over- 
all view of any year in our his- 
tory.” Life insurance in force at 
the end of 1957 amounted to $79,- 
859,000,000. It represents an in- 
crease of $6,976,000,000—9.6 per 
cent—over the corresponding 1956 
insurance in force. 

The total issue during the year 
reached a new company high of 
$8,579,000,000, which was $1,392,- 
000,000 more than in 1956. Not- 
withstanding some falling off in 
the issue of group insurance and 
weekly premium industrial insur- 
ance from the previous year, the 
issue of all forms of life insurance 
was 19.4 per cent greater, and that 
of regular ordinary 58.4 per cent 
greater than in 1956. 

At year’s end, approximately 





Electronic Advances 


Northwestern Mutual Life: 
opened its electronic data process- 
ing center in February. Unit 
houses operations of the com- 
pany’s IBM 705, model 2. After 
policyholder data has all been 
transferred to a master file of 
magnetic tape, the company plans 
a unique type of night operation. 
At the close of each business day, 
reels will be run through the com- 
puter so that every action to be 
taken that day on any policy will 
through by the com- 
puter system. The 705 will pick 
out policy records requiring 
change. It will bill premiums and 
dividends, 


be carried 


loan interest, calculate 
commissions, cash values, and re- 
serves, and process death claims. 
By the following morning the full 
day’s work will have been proc- 
essed, and the company will have 
a completely updated master file. 


Michigan Hospital Service: Blue 
Cross-Blue Shield has_ installed 
the first of a type of 40-ton com- 
puters built by the Datamatic di- 
Minneapolis-Honeywell 
(pictured 


vision of 
Regulator Company 
here). 

Hospital and medical records of 


some 34% million subscribers will 





Michigan Blue Cross Datamatic 1000 


be converted to 20 reels of mag- 
netic tape. After records are proc- 
essed, the machine is scheduled 
to handle in two hours 25,000 rec- 
ord changes and_ transactions 
daily. The remaining six 


will be used for billing and com- 


hours 


piling statistics. 


Allstate Insurance: when the Pasa- 
dena branch office received its Bur- 
roughs Datatron computing 
tem, the route covered was probably 


SVs- 


the shortest in history—a tenth of 
a mile parking 
Equipment was loaded on vans at 


across two lots. 


the Burroughs plant just a stone’s 
throw away and delivered to the 


Allstate office. 
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41,000,000 persons in the United 
States and Canada had some form 
of Metropolitan coverage. One per- 
son in five of the combined popula- 
tions of the two countries was 
insured in Metropolitan. 

Metropolitan’s assets stood at 
$15,536,000,000 at the end of the 
year, an increase for the year of 
$751 million. 

Rate of interest earned on the 
company’s investments continued 
its upward trend. Before Federal 
income taxes, the interest 
was 3.75 per cent as compared 
with 3.67 per cent in 1956. Federal 
income tax reduced the return last 
year to 3.46 per cent, as compared 
with 3.39 per cent in 1956. 

New long-term investments in 
1957 amounted to $1,315,000,000 at 
an average yield, after investment 
expense but before Federal in- 
come tax, of 4.47 per cent. The 
comparable rate for 1956 was 4.12 
per cent. 


yield 


February 27 — Climaxing more 

than a year of study by its 
insurance committee, The Ameri- 
can Legion announced in Washing- 
ton, D. C., that it plans to offer a 
voluntary group life insurance 
program to its than 2.7 
million members throughout the 
world. 

The plan will be made available 
to members through age 69, with 
benefits ranging from $4,000 to 
$250, the amount depending upon 
the member’s age at time of death. 

Occidental Life of California 
has been selected as the carrier in 
all U: 8. 


where it operates, and in Canada, 


more 


states and territories 
as well as on overseas posts. The 
United States Life has been named 
the insurer for the balance of the 
case. 

Enrollments will be by 
posts. When a minimum of 75 per 
cent of the eligible post members 


local 


enroll, they will be accepted auto- 
matically. 
is determined by 


Otherwise, acceptance 
special under- 
writing rules. 

Death benefits through age 34 
are $4,000; through age 44, $2,250; 
through age 54, $1,100; through 
age 59, $600; through age 64, $400; 
and through age 69, $250. 

Insured members attaining age 
70 cease payment of premiums and 
insurance terminates. 
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Reply to February Editorial 


Editor, THE SPECTATOR: 

Your current editorial statement 
that positive action “should be di- 
rected against every factor that 
contributes to” acci- 
dents, cannot be overemphasized. 

Too long, have we confined the 
burden for highway safety upon 
the driver alone, while leaving his 
potentially dangerous implement 
free of blame or restrictions. The 
result is that the size, weight, driv- 
ing-power and speed of each suc- 


automobile 


ceeding new model automobile in- 
creases, and with it, the number, 
severity and private and _ public 
costs of accidents. 

We legislate responsibility upon 
manufacturers for the potency of 
almost everything else used or con- 
sumed by the public, from food, 
clothing, toys and stationary ma- 
chines, including refrigerators, but 


leave the most dangerous of all— 
the mobile machine—and its pro- 
ducers and dispensers, free of any 
restrictions. Why? Why this fail- 
ure to protect the public welfare, in 
face of the terrible record of car- 
nage and destruction year after 
year? 

The most vital factor in highway 
safety, the automobile, is amenable 
to quick, easy, sure and inexpensive 
change and adaptation to existing 
and otherwise unchangeable condi- 
tions. What, then is our excuse for 
continuing to ignore this source of 
our problem, and appeals from the 
thinking public for prompt remedial 
action? Who can, should, and will 
bring this about to the ultimate 
benefit of all, including the automo- 
bile industry? 

Carl A. Nuetzel 
Louisville, Ky. 





$18 Million Daily 


February 27—Every 24 hours dur- 


ing 1957, on the average, 
American families received $18,- 
000,000 from their life insurance 
policies, according to the Institute 
of Life Insurance. 

aggregate 
payments from life policies in the 
United States were $6,660,700,000, 


The vear’s benefit 


up $782,500,000 from the year be- 
fore and nearly $4 billion more 
than at the end of World War II. 

Death benefits totaled $2,710,- 
700,000, up $291,700,000 from the 
before and _  $1,431,000,000 
1945. This rise is 


year 
more than in 
primarily a reflection of the in- 
creased ownership of life insur- 
ance and not increased mortality. 
The death rate among policyhold- 
ers last year Was considerably 
lower than in 1945. 

“Living” benefits totaled $3,950,- 
000,000, up $490,800,000 in the 
year and $2,562,400,000 more than 
in 1945. 

In addition to these life and : 
nuity payments, American families 
last year received $2,067,600,000 in 
health 


policies issued by the life compan- 


benefits under insurance 


ies. This brought total payments 


from life companies under both 
life and health policies to $8,728,- 
300,000, some $1,094,200,000 more 


than the year before. 


LOMA Tops 20,000 


March 3—For the first time, Life 
Office 
tion Institute enrollments for ex- 


Management Associa- 


aminations have topped 20,000. 
Roy A. MacDonald, managing di- 
rector, has announced that 20,920 
examinations are scheduled for 
May, 1958. This is a 26 per cent 
Increase 
16,615. 


The 1958 figure represents par- 


over the 1957 figure of 


ticipation in the Institute’s cur- 
riculum by a total of 424 compa- 
nies, compared with 389 compa- 


nies in 1957. 


Largest gain in en- 


rollments is in Course I, the in- 
ory course, which has 15, 


aminations scheduled. 


March 3—(From Canada) First 


break in high 


interest rates 


Canada has : ppeare d. Bond in- 
been 
» September; short-term bonds 
lave dropped and chartered bank 
rates on loans have de 
Continued on page 23 
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Continued from page 27 


per cent prime 

the year end. 
Two 

interest charges 

mortgage loans from 

6%4 per cent, and 

panies are | 

Interest on 

6 per cent, 


seems 


Health Benefits 


March 6—Benefit payments by in- 


surance companies to Amer!i- 


prote ted by health icles 
ounted to a re 
in 1957, Health Insurance 
This figure 


cent increase in Denent 


represents 


s over the $2.1 billion paid 


wnd hospitai bill 
income incurred 
ident or sickness. 
Persons covered under group 
health policies received a total of 
$1.8 billion in benefits, a gain of 
21.3 per cent, while those pro- 
tected under individual and family 
type policies were paid $619 mil- 
lion, or 3 per cent more than in 
1956. 
Payments by insurance compa- 
nies to defray hospital care ex- 
penses, the Institute 
ported, amounted to 
billion, with $778 million 
inder group 
il through individual 


further re- 
over $1 
received 
policies, and $224 
poli- 
Persons covered by major medi- 
cal expense policies received $130 
million in benefits by the end of 
1957, with $126 million paid out to 
those group 
policies, and $4 million going to 


people covered by 


persons protected by individual 
policies. Benefit payments in 1957 
for major medical expense policies 
increased by 100 per cent over the 
year 1956. 


Continued on page 80 


Maritime Figures and St. Lawrence Seaway 


February 24—The Liverpool Underwriters’ Association in Liverpool, 
England, keeps the insurance world informed on maritime casualties 
in all parts of the globe. 

Below is one of the tables from their annual report on 
1957, showing losses by cause and then gross tonnage for the ships listed 
is total losses. These figures include ships from every country in the 
world. 


losses during 


The Association’s annual report covers port conditions in all parts of 
the shipping world, but this year its comments on the progress of the 
St. Lawrence Seaway are of particular significance: 

“The St. Lawrence Seaway Authority 
from Port Arthur 

maximum of 27 feet draught. 

“Work on this vast undertaking, which commenced in September 1954, 
is progressing well. It is planned to complete the dredging, canal 
lock construction so that the system will be ready for operational use 


creates deep waterway 


to the sea, a distance of 2,250 miles for vessels up to 


as a Seaway by the Spring of 1959. It will then be possible for large ocean- 


going vessels to proceed beyond Montreal to the inl Canadian and 


American ports and the larger lake vessels will be able to sail t 
1 elie . oe . oat ¢ : : 
Montreal with grain, returning with ore cargoes from Labrador. 

“It has been pointed out that the St. Lawrence System must be regarded 


as an Inland Waterway with all the hazards of confined navigation 
particularly at the opening and closing of the 


Ice risk, seasons, 
Ana ~7 >. ; ¥ ic rs] + ri : . + rntho 
erious consideration. Fog is prevalent during the summer months, a1 

heavy weather can develop with little or no warning. 
he consequent risk of stranding, collision, impact and ice damage 
ully justify a regular review of the premium rates for vessels using 


Seaway, particularly those of 10,000 gross tons and over.” 


MARITIME LOSSES AND CASUALTIES 


Casualties to motor and steam vessels of 500 tons gross register and upwards, 
which have been posted in the books of the Association during the five years 
ended 3ist December, 1957, are as follows:— 





1957 1956 1955 1954 1953 
Nature of Casualty Total | Partial | Total | Partial | Total | Partial tal Partial | Total | Partial 
Loss Loss Loss Loss Loss Loss Los Loss Loss 


Weather Damage 9 13 1,033 

Founderings and 
Abandonments 

Strandings 

Collisions 

“Contact Dam 

Fires and Explosions 

Missing 

Damage to Machinery, 
Shafts and Propellers 

Other Casualties 





TOTALS 





MINED 3 1 4 























*Previously included under Other Casualties 


Number and total gross tonnage of vessels of 500 tons gross and upward. 
posted in the Association’s loss book as total losses due to marine causes 
during the years:— 





1956 1955 1954 1953 
BritisH Tonnage | No. Tonnage Tonnage Tonnage 
COMMONWEALTH 
Motor 
Steam 


007 1 51 8 32,860 s 13,555 
0,469 8 39,995 


1 
3 








TOTALS ,16 47,476 40,5 
FOREIGN 
Motor I, 2, 
Steam ‘ 80, 5,448 8 §165,513 


"4 





TOTALS 








GRAND TOTALS 282,929 








MINED 
Additional to above 503 
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COMPANY NEWS 


Fraternal Converts 
to Mutual Company 


Pacific Indemnity Ends S&W 
Western Underwriting Services 


Praetorian Mutual Life is t 
> for The Praetorians, fol- 
its conversion from a 
ion. Firm 
A&H insurance as 
> under its new char- 


ted assets are $22.5 


Pacific Indemnity ends its under- 
writing services agreement with 
Swett & Crawford as of May 1, 
1958. The company will then 

all phases of its busi- 
in California, Oregon, 
Texas and Washington, as well 
as in other territories. Swett 
& Crawford personnel who ser- 
viced this business will be 
transferred to Pacific Indem- 
nity’s staff. Pacific Indemnity 
will purchase all of the out- 
standing stock of Swett & 
Crawford. 

Long Island Casualty is a new 
A&H company organized in New 
York. President is Bertram 
Harnett, of the law firm of 
Roosevelt and Freidin. Franklin 


oosevelt, Jr., of the same 


accident policies. 

Southern Overseas Underwriters 
has been organized as a sub- 
sidiary of Southern Marine & 
Aviation Underwriters. New 
company will handle insurance 
and reinsurance on _ off-shore 
and on-shore oil drilling equip- 
ment in Central and South 
America, beginning in Vene- 
zuela. 

Continued on page 55 
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ACCIDENT & SICKNESS 


Wenge), te) -1)8 3 


Have you 
looked into MEXLetra 

the 
ACCO story SERN 
lately 


LIABILITY 
MULTIPLE PERIL 
PLATE GLASS 


WORKMEN’S COMPENSATION 


Complete details on any or all of the 
above coverages gladly sent on request 


AMERIGAN GASUALTY 
COAST-TO-COAST BRANCH OFFICE SERVICE 
HOME OFFICE: READING, PENNSYLVANIA 





1. Can we have sound Social Security? begins the script for 
NALU's slide film series. “Yes, we can," is the answer, ‘but there 
are some things we should know about it." Citing cases in which 
benefits were 40 or 50 times the amount paid in, the film text 
says, "Most everyone agrees that .. . the system does afford . . 
an essential sense of security to the aged, the infirm, the widowed 
and the dependent children.” 


2. But it is an “insidious and entirely false notion most people 
have that Social Security is ‘cheap’; that it gives a lot for a 
little: that it's a bargain,” the script continues. “Has the Social 
Security program discovered a means of conjuring pennies from 
heaven? Hardly. The answer . . . has been obscured, all too 
long, by reams of elaborate and confusing statistics.’ 


Will We Have Sound 


The probiem, as the script of NALU's new series of slides 


the strengths and weaknesses of Social Security while 


HE old economic truism—‘There’s no such thing 
as a free lunch”—is repeated pictorially in the National 
Association of Life Underwriters’ slide-narrative, “Can 
We Have Sound Social Security?” 

Being shown in all parts of the country now by 
NALU groups or individual members, the slides and 
the text that accompanies them take a strong position 
against “over-expansion of Social Security.” They 
attack the idea that the OASI program can give “‘some- 
thing for nothing.” “Every single dollar paid out by 
Social Security must be paid in by someone,” the text 


: at 
repeats. 


“Floor of Protection" 

The 63-slide presentation was developed under the 
supervision of NALU President Albert C. Adams while 
he was chairman last year of the group’s Committee on 
Social Security. The narrative develops the idea that 
the original concept of Social Security as a “basic floor 
of protection” has been adulterated by politically in- 

Continued on page 48 


javTos 


IMBVEANCE 
eouces 


nOMeES 


5. “What about the $23 billion now in the Social Security Trust 
Fund? ... (It) wouldn't be half enough to pay what has already 
been promised to the more than 10 million people now drawing 
benefits. . . . This situation, of course, is entirely different from 
that of private pension plans where advance provision is made 
for future benefit payments." 
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SOCIAL SECURITY 
BARGAINS 





3. Danger lies in repeatedly expanding the Social Security pro- 
gram, the story goes on. “The 1956 expansions were made de- 
spite the dissenting views expressed to Congress by those who 
are trained to read the financial handwriting on the wall... . 
People think that they pay for their own benefits. So it is natural 
that many of them don't mind paying higher taxes, if they can 
get in return higher payments in proportion. But can they?” 


Social Security : 


4. "Whenever Social Security benefits have been increased 

the higher payments have gone also to those already drawing 

Social Security. To these fortunates, increases come as pure gravy 
. (But) the taxpayer must put in more than the beneficiary 

draws out, to cover the cost of benefits plus the operating and 

overhead expenses of the program. So for every dollar paid out 
.more than a dollar, in Social Security taxes, must be paid in." 


says, is “basically one of education.” Here are 


Congress debates amendments to OASI law. 


. ; ' ' 
6. "So government actuaries estimate even under present law 


that the Social Security program will be paying out over $15'/2 
billion a year by 1975 and Social Security taxes will then 
have to be about double what they are now. ... Can we have 
sound Social Security? . The problem is basically one of edu- 
cation. Straight thinking leads to the conclusion that a 
compulsory system should provide only a basic floor of protection 
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7. "But so long 
over-expanded 

threats to the 

Social Security must be 
direction, let us 

true family sec 


s 
that what you 





E sat on the veranda of the 
Palace Hotel in Madrid enjoying 
the afternoon. The talk drifted 
from one topic to another—busi- 
bullfights 

literature dining places 
.. then back to business again. 


ness ... politics 


My acquaintance, Senor Migue! 
Blanco, vice president of a steel 
ompany in Valencia, was seated 
across from me. When I men- 
tioned my work as a general in- 
surance broker, specializing in 
life, he offered a parallel between 
that beloved buffoon of Spanish 
literature, ““‘Don Quixote” and his 
country’s insurance industry. 

Don Quixote, as you know, was 
the impressionable gentleman who 
spent most of his time reading 
tales about knights of old. These 
stories so affected the Don, he 
finally procured a flea-bitten 
horse, a suit of second-hand 
armor, and a plump, proverb-quot- 
ing squire named Sancho Panza. 
With this ragged entourage, 
Quixote set off on a 
bizarre adventures that endeared 
him to literary posterity. 


series of 


Senor Blanco flicked a few ashes 
from his panatela, fixed two pierc- 
ing black eyes in my direction and 
stated his parallel. 

“Our insurance industry and 
our venerated Don Quixote have 
much in common,” he said. “Don 
Quixote was a man who lived in 
the past; and our insurance in- 
dustry lives in the past also. It 
refuses to adopt modern business 
methods. 


No Salesmen 

“The majority of our firms don’t 
even maintain sales forces,’’ 
Blanco continued. “They wait for 
clients to come to them. They are 
not volume conscious. Advertis- 
ing campaigns are rare. And re- 
search seems to be a word that 
has yet to reach their ears.” 

Senor Blanco leaned back in his 
chair. “It is much more unprofit- 
able for an industry to live in the 
past than for a man to do so,” he 
philosophized. “Don Quixote’s re- 
actionary tendencies gained him 
immortality, while all it has done 
for our insurance firms is lose 
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A Visit to 


The author, formerly a life general agent 


but now an insurance broker, reports for 


THE SPECTATOR a composite version of 


his conversations with businessmen dur- 


ing a six-week trip abroad. 


By CASPAR W. HAINES 


Philadelphia, Pa. 


them thousands of pesetas.”’ 

Later that afternoon, I accom- 
panied Senor Blanco on an in- 
formal tour through “Segura,” the 
section of Madrid that houses 
most of the insurance firms and 
brokerages. 

During this tour, we visited a 
friend of Senor Blanco’s who man- 
ages a firm specializing in marine 
insurance. This affable manager 
provided us with more background 
information concerning Spanish 
insurance. 

The insurance industry in 
Spain, I learned, is strictly scru- 
tinized by the government of 
General Franco. The operations 
of all companies, which are over- 
whelmingly stock as opposed to 
mutual, are supervised by the In- 
surance Bureau of the Ministry 
of Finance. Insurers are required 
to be members of the Insurance 


Syndicate, which exercises strin- 
gent control over rates and policy 
conditions. 

We questioned the manager 
about the different types of insur- 
ance sold by Spanish companies. 
He turned in his swivel seat, and 
pointed dramatically to a map of 
Spain behind his desk. 


One in 50 Buy 

“There are over 25 million peo- 
ple living in this country,” he said. 
“Yet last year only about 500,000 
life insurance policies were sold. 
Life insurance here has moved 
slowly.” 

“Almost as 
Quixote’s flea-bitten horse,” 
Senor Blanco, 
analogy. 

The manager agreed and con- 
tinued. He told us that the gov- 


slowly as Don 
added 
staying with his 
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Insurance in Spain and Italy 


ernment prohibits any member of 
the armed services from carrying 
a life insurance policy with a 
private company. This greatly 
narrows the potential market for 
brokerage. 


Low Income 

Another deterrent to life insur- 
ance is the low average income of 
the Spaniard. Although the coun- 
try enjoyed a relatively high per- 
centage of employment last year, 
the annual wage was just $260, 
the lowest in Western Europe. In 
contrast to the United States 
where it is considered a necessity, 
life insurance is still a luxury 
item in Spain. 

The life insurance which is sold 
goes primarily to middle aged per- 
This necessitates higher 
premiums. 


sons. 
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Senor Blanco and the 
both observed that 
seem to prefer endowment policies 
to straight life. 

“People who have found money 
hard to come by 


manage} 
Spa niards 


usually demand 
a concrete return for their invest- 
ment,” Blaneo. “And 
most Spaniards have found money 
extremely difficult to come by for 
years.” 


observed 


restrictions are 
also responsible for discouraging 
many foreign firms from opening 
offices in Spain. At last count, 
only two U. S. companies were op- 
erating there. 

The country discourages other 
nations from opening branches by 
demanding that at three- 
quarters of the capital of new in- 
Spanish. This can 
only be circumvented by special 
authorization from the Council of 


Government 


least 


dustries be 


Ministers. 

Another factor that has dis- 
couraged foreign investors has 
been the instability of the Spanish 
monetary unit, the peseta. In two 
years the peseta has slumped from 
18.3 to 61 to the dollar on world 
markets. This has resulted in 
foreign interests losing upon con- 
version of pesetas and has stifled 
many potential investors. 

As we walked back to the hotel, 
this recollection prompted me to 
question Senor Blanco for his 
opinion on the future of insurance 
in Spain. 

“Even Don Quixote,” replied the 
senor, “at last saw the folly of 
past and quit his 
With co-op- 
government, 


living in the 
ridiculous escapades. 
from the 

businessmen 


eration 
Spanish would do 
this also... . 

“At this very moment draft 
to stimulate in- 
ternal industry and attract pri- 
vate capital from other countries 


} 


laws designed 


are being considered by General 
Franco and his top economie ad- 
visers. It may be that our busi- 
nessmen will soon abandon their 
Quixote attitudes, and with help 
from the government in the form 
of loosened restrictions, bring our 
business standards into the twen- 


tieth century.” 


Yankee in Rome 

Three weeks after my conver- 
sation with Senor Blanco, I stood 
by the magnificent ruins of the 
Colosseum in Rome enjoying the 
waning stages of my vacation. 
While I was conjuring images of 
Caesar, Cicero, the Roman Legions 
marching off to conquests and 
other ancient scenes, an American, 
recognizing me to be a Yankee 
also, stopped to ask for a match. 
If anyone would have told me 
beforehand that I would meet the 
Continued on page 79 





MOTIVATION RESEARCH 


Life Insurance: Does Husband ~ 


Who decides to buy a life policy? Survey shows wife aids but 


HE basic purpose of this 
study is to explore the roles played 
by husbands and wives in the pur- 
chase of life insurance and to in- 
vestigate related attitudes toward 
life, death and security. This re- 
port presents findings for 104 sam- 
ple households in which inter- 
views were conducted. While not 
conclusive, the findings may be 
indicative of broad or general pat- 
terns pertaining to relative in- 
fluences exerted by husbands and 
wives in the purchase of insur- 
ance. 


Interviewed Separately 

The sample was confined to 104 
urban homes having both a hus- 
band and wife, and reporting pur- 
chase of a life insurance policy 
within the previous twelve 
months. Husband and wife were 
questioned independently of one 
another. In order to obtain perti- 
nent and sufficient material for 
this analysis, a semi-structured 
interview technique was used, di- 
recting the attention of respon- 
dents to personal attitudes toward 
life, death and security; to the 
family’s most recent life insur- 
ance purchase, to direct and in- 
direct influences on life insur- 
ance purchases and to opinions 
about the relative value of dif- 
ferent types of insurance and dif- 
ferent purposes for carrying in- 


34 


Last month, THE SPECTATOR presented 
results from a study of motivations in the 
field of auto insurance. Earlier (October, 
1957) we discussed the new field of moti- 
vation research and some of its applica- 
tions to insurance. 

This month, through special arrangements 
with “True—The Man's Magazine," we are 
able to present results of a study made for 
that magazine on the influence husbands 
and wives have on the decision to buy 
life insurance. 

As the report on this study is careful to 
point out, we cannot say that "all" couples 
buy insurance this way. Nevertheless, the 
responses of husbands and wives in these 
104 families do give us some insights into 
the buying habits of the people studied. 

These excerpts are drawn directly from 
the report made to "True—the Man's Maa- 
azine" by Daniel Starch and Staff who con- 
ducted the study. 

—The editors 


surance. 

This is not a large scale market 
research study describing the age, 
income, occupation, etc., of all life 
insurance policyholders or pros- 
pects. Data reported in this study 
should not be used as market re- 
search statistics, that is, for pur- 
poses of projecting to the total 
population. The figures are in- 
tended simply to describe the 
characteristics of this carefully 
selected small sample used to ex- 
plore male and female attitudes 
toward life insurance and social 
and family interactions affecting 
its purchase. 


Although different social 


classes reveal varying attitudes 
toward life insurance, there are 
four important patterns found in 
all classes which affect family 
life insurance purchases: 

1. The husband, as the tradi- 
tional wage carries the 
larger amount of insurance on his 
life. Both men and women recog- 
nize that loss of the husband’s in- 
come through his death can seri- 
ously disrupt family finances. 
However, the extent of this dis- 
ruption depends upon the hus- 
band’s income. 

2. The number of children in a 
household represents an impor- 
tant consideration in determining 
the amount of the husband’s 
policy. In this regard, the first 
child is the most important. 
Mothers have much more influ- 
ence upon their husbands’ insur- 
ance programs than have child- 
less wives. 


earner, 


Minimum for Wife 


3. The amount of insurance 
carried on the wife’s life, with the 
husband as the usual beneficiary, 
is ordinarily minimal. Explicitly 
or implicitly, both spouses under- 
stand that this policy is intended 
primarily to meet the wife’s burial 
expenses. 

4. The continuation of family 
income in the event of the hus- 
band’s death is regarded as the 
single most important purpose of 
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or Wife Decide ? 


husband selects agent, makes the final decision. 


life insurance. Other considera- 
tions are secondary and vary ac- 
cording to social class. 

Most married couples recognize 
that the husband’s life insurance 
is the family’s single most impor- 
tant policy. When interviewed 
separately, both husband and 
wife state that decisions affecting 
this policy should be made “‘to- 
gether.” However, when asked 
how most of the past decisions af- 
fecting this policy were made, the 
majority of respondents state that 
these decisions were made by the 
husband. 


Partner Responsible for Purchase 
of Life Insurance on Husband 


Number of 
Partner Responsible Households 
Husband (Both Agree 56 
Wife (Both Agree 8 
Both (Both Agree) 34 
Husband and Wife Fail to 
Agree on Partner Re- 
sponsible 6 


Total 104 


The influence patterns which 
surround decisions affecting the 
husband’s life insurance are com- 
plex and difficult to reduce to a 
single factor. As the above table 
indicates, the husband is the 
family member who is primarily 
responsible for decisions affect- 
ing choice of company, type of 
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policy, method of payment, etc. 
Frequently, he shifts responsibil- 
ity for these decisions to the in- 
surance agent, who is chosen by 
the husband on the basis of word- 
of-mouth recommendation or per- 
sonal friendship. 

The wife’s most important area 
of influence with regard to her 
husband’s life insurance policy is 
in the amount of this policy. This 
from 

middle 


influence varies class to 


class, with lower class 
mothers exerting more influence 
for increased amounts of life in- 
surance other class 
group. 

Wives are largely unconcerned 
with the life insurance company 
underwriting the policy and with 
the agent chosen to advise the 


family, so long as both company 


than any 


and agent are “reliable.” 


Upper Middle Class Patterns 

Members of the upper middle 
class (23 households interviewed) 
are generally realistic and un- 
sentimental about 
lated to life, security and death. 
They do not regard themselves as 
the slaves of nature or of human 
nature; they attempt to shape 
their environment to their own 
ends. 

Members of this class regard 
insurance brokers and agents as 
businessmen rather than as _ in- 
timate friends or advisers. The 


problems re- 


upper middle class husband has 
considerable authority in the area 
of financial decisions. He is re- 
sistant to salesmanship and usu- 
ally initiates his own purchases of 
life insurance on a planned or 
regular basis. 

Upper middle class men usually 
have life insurance policies be- 
fore marriage. At the time of 
marriage, they frequently in- 
crease the face amount of this 
policy by phoning a broker and 
without consulting fiancee or bride. 

Most upper middle class wives 
exert little influence upon their 
husband’s purchases of life insur- 
ance. The wife may attempt to 
persuade her husband to increase 
the amount of his policy, but her 
influence is limited. The husband 
may offer a nominal opinion that 
life insurance should be made “to- 
gether,” but he believes that his 
financial judgment is superior to 
his wife’s and usually makes the 
final decisions on almost all as- 


pects of his life insurance alone. 


Family Decision 
In line with reasoning in this 
study, the amount of insurance 
carried on an upper middle class 
husband’s life 
ability to pay premiums, but by 


limited not by 


family decisions, usually initiated 
by the husband. The premiums on 
current policies are frequently 
paid on a yearly basis. 

In this class, the primary pur- 
pose of life insurance is to defray 
immediate expenses following the 
husband’s death. These immedi- 
ate expenses include both burial 
costs and the maintenance of the 
household until estate assets are 
available. The amount of the 
husband’s policy is frequently 
based upon the level of house- 
hold expenses rather than his in- 
come. 


Lower Middle Class Patterns 

In the lower middle class (46 
households interviewed), both the 
life insurance agent and the wife 
figure more importantly in the 
family’s insurance decisions. Out- 
ward attitudes toward 
and life insurance frequently rep- 
resent a fusion of upper middle 
and lower class attitudes. 


security 


Continued on page 51 





So Youre Going to Buy an 


UYING a fire and casualty 
insurance agency differs little in 
basic requirements from purchases 
of other businesses. You need: 
knowledge of the business, knowl- 
edge of valuation procedures, and 
good common business sense. These, 
aiong with hard work, spell the 
difference between a sucessful pur- 
chase or a poor sale. 

As a broker in the sale or pur- 
chase of many agencies each year, 
I use three major steps in valuing 
an agency. 


Step one: Analyze the 


commitments and expenses. 


agency 


Lease commitments should be 
reviewed. The adequacy of the space 
and the appropriateness of the 
agency location must be scrutinized. 
If an agency has an advertising 
contract, determine the liability of 
the purchaser for its continuation 
and appraise its effectiveness. 

Check the agency overhead— 


How do you place a value on an independent fire and 


casualty agency? An expert makes the process sound 


simple as he lists the three major steps he follows. 


salaries paid—determine if there 
are areas of sound economy. You 
may be inheriting a personnel prob- 
lem if your broker fails to survey 
the clerical problems. Get a full 
disclosure of all long-term commit- 
ments—none is too small to over- 
look. Remember, you are buying a 
going business enterprise, the value 
of which lies in the “profit poten- 
tial’’ as well as “profit actual’’ and 
not in the “brick and mortar.” 


Valuation Formula 

Step two: Analyze the “make-up” 
of the business. 

There are several types of busi- 
ness and each has its place in the 
formula of valuation. 

a. Controlled business is usually 
valued at 12 times the annual 
commission income. 

b. Personal business is usually 
valued at 1!5 times the annual com- 
mission income, provided the seller 
agrees to assist the purchaser in 
converting his business to the new 
owner. This is important. 

c. Accident and sickness business 
may be valued at 2 to 3 times the 
annual commission income. 

d. Brokerage business should be 
valued at a flat 10 per cent of the 


annual premium income. 

e. Political business is valued by 
open discussion, bargaining and 
agreement. There is no standard 
yardstick by which its value can be 
established. 

f. Church business follows the 
“1l, times the annual commission 
income” formula if the buyer can 
hold the business which usually de- 
pends on the religious following of 
the buyer. 

g. Fraternal business. If the buyer 
has the same affiliation, the chances 
of retaining the business are good 
and, therefore, it can be valued at 
11% times the annual commission 
income. 

h. Low commission lines and hard 
to place lines are ordinarily valued 
at a flat 10 per cent of premium in- 
come. 

i. Lloyd’s business is valued at a 
flat 10 per cent of premium income. 

The “ideal” agency is one that 
has an over-all spread of business 
with about 50 per cent in residen- 
tial fire and contents, small mercan- 
tile and stock, about 30 per cent in 
automobile, and the remaining 20 
per cent in miscellaneous lines and 
with no “jumbo” accounts carrying 
premiums $1,000 per year 
from one account. An agency which 
has a large percentage of automo- 


over 
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gency 


By GUY FERGASON 


Fergason Personnel 
Chicago, Illinois 


bile and other particular lines does 
offer a good opportunity for en- 
larging the 
other lines. 

Jumbo accounts depend on the 
working arrangement between pur- 
chaser and seller for value. “If” 
the seller introduces the purchaser 
to the insured and really assists in 
maintaining the account, then 
jumbo accounts are no different 
from other accounts. But this is a 
mighty big “if,” and one that has 
to be cleared up setting 
values. 


coverage by selling 


before 


A & H Value 

Accident and sickness accounts 
are more stable than other lines 
because the insured will hold onto 
their A and H policies as long as 
If the agency has more 
than 15 per cent of its business in 
A and H lines, it should be valued 
separately at 2 to 3 times the annual 
commission income. A and H ac- 
counts are worth about 50 per cent 
more than fire and casualty lines 
because, as a rule, the company 
sends the premium notice, collects 
the premium, and remits the com- 
mission to the agent. 

If the hard to place lines, broker- 
age, Lloyds, and low profit lines do 


possible. 
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not constitute more than 15 per 
cent of the total agency premium 
income, it is hardly worthwhile t« 
evaluate them separately (at a flat 
10 per cent of the annual premium 
income) but should be valued as 
regular business (at 11% times the 
annual commission income 
Furniture and 
represent any sizeable investment 
in the smaller agencies; 
they present no major problem of 
appraisal. Book 
depreciation) is usually used for 


fixtures rarely 


therefore, 
value cost less 


small agencies provided the condi- 
tion of the equipment i: 
otherwise, fair market value (sec- 
ond hand market) can be the 
of appraisal. 


The average agency gets about 


Ss good; 


Dasis 


20 per cent commission on its com- 
posite lines (average used by The 
National Association of Insurance 
Agents and other associations) al- 
agents 


recognize that 


though we 
may get 30 to 35 per cent on pre- 
ferred A and H lines. However, not 
many agencies have these preferred 
lines dominating their commission 
income structure. 

In buying an agency, you are 
purchasing a “certain amount” of 
actual and existing business. You 
are also buying the “opportunity” 


to increase that business. Agents 





often become so enmeshed in the 
details of running an agency that 
they fail to call on customers and 
sell their line. You pay for what you 
buy, but you may not get what you 
pay for unless you have sales abil- 
ity. Conversely, you may by hard 
work and sound application get 
much more than you paid for—this 
is true in any business. 


Get The Facts 
“Destitute obviously 
sell for less than the ‘114 times” 
formula because the risk is greater. 


agencies” 


These agencies may sell for one 
times the annual commission in- 
come, or if conditions indicate, they 
may sell for less. The agency survey 
brings out the “facts.” 

The average agent will lose about 
10 per cent of his accounts each 
year, and he will, under ordinary 
conditions, pick up a sufficient num- 
* new accounts to keep his 
From 


ber ot 
business 1 a level basis. 


nere, tne agent writes his own 


ticket—by aggressive selling he can 


and will increase his business sub- 


antiall: 
Stantially. 


Continued on page 6] 
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VERDICT 


Can State Court Decide Claim 
Against Foreign Insurer? 


By LUKE A. BURKE 
Member of the New York Bar 


Service of Process on 
Nonresident Insurer 


The United States Supreme 
Court recently handed down a de- 
cision which is of importance to 
our whole industry. The question of 
whether a claimant can get juris- 
diction over a nonresident insurer 
in a state court was answered in 
McGee v. International Life Ins. 
Co., U. S. Supreme Court, Decem- 
ber 16, 1957. 


Process Served in Texas 


Lulu McGee (petitioner) had re- 
covered a judgment in a California 
state court against International 
Life Insurance Co. (respondent) on 
a contract of insurance. The re- 
spondent was not served with proc- 
ess in California, but by registered 
mail at its home office in Texas. 
The California court based its jur- 
isdiction on a state statute which 
subjected foreign corporations to 
law suits in California on insur- 
ance contracts with residents of 
that State even though such corpo- 
rations could not be served with 
process within its own borders. 

Having obtained a judgment 
against the respondent in Cali- 
fornia but being unable to collect it, 
the petitioner went to Texas where 
she filed suit on the judgment in a 
Texas court. But the Texas courts 


refused to enforce her judgment 
holding it was void under the Four- 
teenth Amendment because service 
of process outside California could 
not give the courts of that State 
jurisdiction over the respondent. 

The petitioner made an applica- 
tion (certiori) to the United States 
Supreme Court to review the ques- 
tion of jurisdiction. The Supreme 
Court granted certiori, “since the 
case raised important questions, not 
only to California, but to other 
States, which have similar laws.” 

The facts in the case were as 
follows: In 1944, Lowell Franklin, 
a resident of California, purchased 
a life insurance policy from the 
Empire Mutual Insurance Company, 
an Arizona corporation. In 1948 the 
respondent agreed with Empire 
Mutual to assume its insurance obli- 
gations. Respondent then mailed a 
reinsurance certificate to Franklin 
in California offering to insure him 
in accordance with the terms of the 
policy he held with Empire Mutual. 
He accepted this offer and from that 
time until his death in 1950 paid 
premiums by mail from his Cali- 
fornia home to respondent’s Texas 
office. 


Insurer Claimed Suicide 


Petitioner, Franklin’s mother, 
was the beneficiary under the 
policy. She sent proofs of his death 
to the respondent, but it refused to 
pay claiming that he had committed 
suicide. It appears that neither Em- 
pire Mutual nor respondent has 
ever had any offices or agents in 
California. And so far as the record 
shows, respondent had never solic- 
ited or done any insurance business 
in California apart from the policy 
involved here. 

In holding that the California 


courts had jurisdiction, the Su- 
preme Court said: 

“Since Pennoyer v. Neff, 95 U.S. 
714, this Court has held that the 
Due Process Clause of the Four- 
teenth Amendment places some 
limit on the power of state courts 
to enter binding judgments against 
persons not served with process 
within their boundaries. But just 
where this line of limitation falls 
has been the subject of prolific con- 
troversy, particularly with respect 
to foreign corporations. 


Narrowing of Terms 

“In a continuing process of evo- 
lution this Court accepted and then 
abandoned ‘consent,’ ‘doing busi- 
ness,’ and ‘presence’ as the standard 
for measuring the extent of state 
judicial power over such corpora- 
tions. See Henderson, The Position 
of Foreign Corporations in Ameri- 
ean Constitutional Law. More re- 
cently in International Shoe Co. v. 
Washington, 326 U. S. 310, the 
Court decided that ‘due process re- 
quires only that in order to subject 
a defendant to a judgment in per- 
sonam, if he be not present within 
the territory of the forum, he have 
certain minimum contacts with it 
such that the maintenance of the 
suit does not offend ‘traditional no- 
tions of fair play and substantial 
justice.’ 

“Looking back over this long 
history of litigation a trend is 
clearly discernible toward expand- 
ing the permissible scope of state 
jurisdiction over foreign corpora- 
tions and other nonresidents. In 
part this is attributable to the fun- 
damental transformation of our 
national economy over the years. 
Today many commercial trans- 
actions touch two or more States 
and may involve parties separated 
by the full continent. With this in- 
creasing nationalization of com- 
merce has come a great increase 
in the amount of business conducted 
by mail across state lines. At the 
same time modern transportation 
and communication have made it 
much less burdensome for a party 
sued to defend himself in a State 
where he engages in economic 
activity. 

“Turning to this case we think 
it apparent that the Due Process 

Continued on page 46 
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Executive Committee 
J. P. Morgan & Co. Incorporated 
KENNETH C. BROWNELL ASSETS 
Chairman of the Board Sere: 
American Smelting ani United States Government Bonds. . . 55,300,033 

Refining Company 
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The *5,000 phone call 


“Hello, hello—Tulsa, Oklahoma calling...” 

All at once, one of the American International Under- 
writers staff in New York was talking with an Oklahoma 
insurance agent. 

“One of my oil drilling clients,” said the Oklahoman, 
“is starting operations in Afghanistan. I’m trying to 
locate a market for his insurance. Friend of mine who 
knows AIU suggested .. .” 

“We can handle it,”’ said the AIU man. “The informa- 
tion we need from you is just about the same as for 
domestic coverage .. .” 

And that first year, the Oklahoma agent’s income was 
increased by more than $5,000! For AIU provided his 
client with policies covering workmen’s compensation, 
contractors general liability, automobile liability, con- 
tractors equipment coverage and everything else he 
needed for full protection. 

Notice this additional fact about that phone call. It 
was easy for the Oklahoma agent to arrange full cover- 
age of Afghanistan risks for his American client. But he 


10) 


didn’t even have to call New York—he could have called 
any of the nearer offices listed below. 

In addition, AIU has world-wide facilities for on-the- 
spot claims adjustments and other service. 

American investments abroad amount to over 
$22,000,000,000—with some of the insurance coverage 
on it almost certain to be in your own home town. You 
actually ‘“competition-proof’ your present accounts 
when you insure their overseas risks through AIU. 

You'll find it good business to call the AIU office 
nearest to you — in New York, it’s DIgby 4-9200. Ask 
for Dept. L. 

gt, 


SON) AMERICAN 
iy! INTERNATIONAL 
AIU UNDERWRITERS 


Boston - Chicago - Dallas - Denver Detr - Houston 
Los Angeles - Miami New Orleans New York 
Portiand - San Francisco - Seattle - Tulsa Washington 
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when you can sell an As.H plan to 
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man! you’ve got something! 


Wouldn’t you like to get into the A&H field— 
with a package that’s saleable to practically every 
small business listed in your classified directory? 


Combined’s Wholesale Group Plan can be sold during 
your between-appointment-hours to small business 
owners who are looking for economical ways to increase 
their employee benefits. The plan provides A&H and 
Hospital- Medical-Surgical coverage for five or more 
employees... even includes pre-existing conditions! 
What’s more, employer contribution is not required. 


It will pay you to inquire about Combined’s Whole- 
sale Group Plan—and find out what it can do to 
your income. 


procter 


Combined Insurance Co. of America, Dept. 47 
5316 Sheridan Road, Chicago 40, Illinois 


_ _ 
Combined Group of Companies MAIL Gentlemen: Please tell me how I can qualify 
W. CLEMENT STONE, PRESIDENT THIS to sell Combined’s Wholesale Group Plan 
Combined Insurance Company of America, Chicago; ; 
Combined American Insurance Company, Dallas; COUPON Name 
Hearthstone Insurance Company of Massachusetts, Boston; NOW! 
First National Casualty Company, Wisconsin i 





Address 





City ___ State 
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‘“‘Heart attack? Sure | had one...’’ 


**But here I am—working almost the same as before my heart 
attack. Close up shop a little earlier and take things a little 
easier, of course. And I watch my diet and weight pretty care- 
fully. Like my doctor says, I’ve learned to live within the 
capacities of my heart.” 


{Sree in your community—where you buy gasoline, 
your groceries, your clothing—you’re likely to find peo- 


ple at work who have recovered from heart attacks, or 
coronary thrombosis 

Although coronary heart disease takes many lives, there 
is much about it that justifies an optimistic outlook today. 
For example, studies show that 80 percent of those who 
. and that 
most are able to go back to work and enjoy many useful 


have a “coronary” survive their first attack 


years. Moreover, those who make a good recovery face few 
or only moderate restrictions. 

They must, however, observe sensible safeguards about 
work and activity . . . and particularly about diet, weight 
control and rest. Those who do so generally live as comfort- 


ably as if their hearts had never been in trouble. 


The recovered coronary patient often worries unneces- 
sarily. This is because a heart attack may be a frightening 
experience which creates doubts and fears about the future. 
The recovering coronary patient, for example, may worry 
about having another attack or about how much he will 
have to change his accustomed ways of liv ing. 

Naturally, the doctor is the best person to ease the pa- 
tient’s mind. But questions that puzzle and worry the patient 
often arise when the doctor isn’t around. Or, questions may 
come up which the patient hesitates to ask 

To help fill this need, Metropolitan has prepared a new 
booklet . . . in cooperation with heart specialists . . . called 
“After a Coronary.” Perhaps there is someone in your fam- 
ily or circle of friends to whom this booklet would bring 
reassurance. 


You, too, might read it to advantage, for everyone should 
know about this disease which occurs so frequently nowa- 
days. You will find it a helpful booklet as well as a 
hopeful booklet—reflecting a far more optimistic outlook 


for those who have had a coronary attack. 





COPYRIGHT 1956 METROPOLITAN LIFE INSURANCE COMPANY 


This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess Of 32,000,000 including Time, News- 
week, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, Redbook, Reader’s 
Digest, National Geographic, U. S. News. 


Metropolitan Life Insurance Company 


(A MUTUAL COMPANY) 


1 MADISON AVENUE, NEW YorK 10, N. Y. 
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“Your premium volume seems to be better since you 
got started with Bituminous on comp and liability.” 


You can write those big premiums! 


Write big premiums in comp and liability . . . Hold your 
present insured . . . Get more for your production efforts 
with Bituminous. Bituminous’ rating plans and — more 
important — Bituminous’ methods of applying them, give 
you the edge you need in today’s rugged scramble for business 
Write for the Bituminous story. 


Bituminous 


? BE CASUALTY CORPORATION 


(64 Bituminous Fire And Marine Insurance Company 
ROCK ISLAND, ILLINOIS 
SERVICE P , oe A 
~~ Specialists in Workmen’s Compensation and Liability Lines 
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RosBert HEINTZ ( Washington National's 
agent in Mt. Pleasant, Michigan) explains 
the Company's new Family Plan Policy to 


his wife and eight children 


\e/ 


- POlicy 
/ ONE PREMIUM 


OVERS 
YOur ENTIRE FAMILy 


Bos HEINTZ VOICES THE OPINION OF au— The hew Family Plan 
Policy i¢ sure to increase your earnings 


Available to 
all Washington 


AS PURCHASER OF THE FIRST Family 
Plan Policy issued by the Washington 
National, Bob recognizes a bargain 
when he sees it. 


He foresees valuable protection for 
not only his own family, but also for 
his community’s **‘New American 
Families’-——those vibrant with grow- 
ing youngsters. 


Agent Heintz knows that this low- 
cost addition to an already complete 
portfolio of Life and A & S coverages 
makes a selling career with Washing- 
ton National even better in the years 
ahead. 


In buying Washington National's 
first Family Plan Policy, Bob Heintz 
bought an important stake in the future. 


Write the Director of Agencies for more details 


Washington National INSURANCE COMPANY 


EXECUTIVE OFFICES: EVANSTON, ILLINOIS 


National fieldmen Life * Accident * Sickness * Group * Hospital - Surgical * Franchise 
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“Dwelling Package Policies Cut Overhead 


and Develop Healthy Premiums” 


says H. H. “‘Rep” NELson 
of Council Bluffs, lowa. 


“Package Policies—Yes Sir:—Why? 
They tie clients real close—cut overhead, 
develop healthy profit premiums, and 
eliminate competition. The first two hun- 
dred policies saved over four hundred 
future calls and that gives time for neu 
production. Over $40,000 in volume on a 
three vear basis. Who got it—Travelers. 
of course, because we baby these accounts. 
We want experienced adjusters on fire 
and casualty claims. It takes under- 
writing and claim experience in all lines, 
to do a professional job on package 


policies. VOW and TOMORROH , too.” 


Mr. Nelson is one of the top multiple- 
line producers of The Travelers. 

When you sell The Travelers Dwelling specialized training and wide experience 
Package policies you can be sure they stand ready to help you. 
are backed by Travelers continent-wide Your nearest Travelers Fire or Cas- 
claim service and unrivalled liability ualty Manager will be happy to give vou 
claim know-how. You can be sure. too. full details on Travelers Dwelling Pack- 


that Travelers field men with their age Policies. Why not call him today? 


, AMILY IND 
= RAVE . + 
3 
NSURANCE HARTFORD 16, CON : . : 
%o 


OMPANIES, NECTICUT 


4/1 forms of personal and business insurance including 


Life * Accident - Group ¢ Fire + Marine + futomohile « Casualty « Bonds 
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All Insurance Companies are the same 
: But P.N. is different 





All Insurance Companies are the same 
But P.N. is progressive 


All Insurance Companies are the same 
: But P.N. is profitable for 
i producers 








And another agent has been won 
over by the aggressive leadership 
of the Pacific National Group 


PACIFIC NATIONAL 
INSURANCE GROUP 


PACIFIC NATIONAL FIRE INSURANCE COMPANY 
MANUFACTURERS CASUALTY INSURANCE COMPANY 
San Francisco, Calif 


Philadelphia, Penn. ¢ Skokie, I ¢ Atlanta, Ga 


Verdict 


Continued from page 38 


Clause did not preclude the Cali- 
fornia court from entering a judg- 
ment binding on respondent. It is 
sufficient for purposes of due proc- 
ess that the suit was based on a 
contract which had substantial con- 
nection with that State. Cf. Hess v. 
Pawloski, 274 U. S. 352; Henry L. 
Doherty & Co. v. Goodman, 294 
U. S. 623; Pennoyer v. Neff, 95 
U. S. 714, 735. The contract was 
delivered in California, the pre- 
miums were mailed from there and 
the insured was a resident of that 
State when he died. 


Insured at Disadvantage 

“It cannot be denied that Cali- 
fornia has a manifest interest in 
providing effective means of redress 
for its residents when their in- 
surers refuse to pay claims. These 
residents would be at a severe dis- 
advantage if they were forced to 
follow the insurance company to a 
distant State in order to hold it 
legally accountable. When claims 
were small or moderate individual 
claimants frequently could not af- 
ford the cost of bringing an action 
in a foreign forum—thus in effect 
making the company judgment 
proof. Often the crucial witnesses— 
as here on the company’s defense of 
suicide—will be found in the in- 
sured’s locality. 

“Of course there may be incon- 
venience to the insurer if it is held 
amenable to suit in California 
where it had this contract but cer- 
tainly nothing which amounts to a 
denial of due process. Cf. Travelers 
Health Assn. v. Virginia ex rel. 
State Corporation Comm’n, 339 
U. S. 643. There is no contention 
that respondent did not have ade- 
quate notice of the suit or sufficient 
time to prepare its defenses and 
appear. 


No Vested Right 


“The California statute became 
law in 1949, after respondent had 
entered into the agreement with 
Franklin to assume Empire Mu- 
tual’s obligation to him. Respondent 


contends that application of the 
statute to this existing contract 
improperly impairs the obligation 
of the contract. We believe that 
contention is devoid of merit. The 
statute was remedial, in the purest 
sense of that term, and neither en- 
larged nor impaired respondent’s 
substantive rights and obligations 
under the contract. It did nothing 
more than to provide petitioner 
with a California forum to enforce 
whatever substantive rights she 
might have against respondent. At 
the same time respondent was given 
a reasonable time to appear and 
defend on the merits after being 
notified of the suit. Under such cir- 
cumstances it had no vested right 
not to be sued in California.” 


“Mysterious Disappearance” 
in Theft Insurance 


The insured brought suit to re- 
cover the value of a diamond ring. 
The policy in question read: 

“Theft. The word ‘theft’ in- 
cludes larceny, burglary and rob- 
bery. Mysterious disappearance of 
any insured property, except a 
precious or semiprecious stone 
from its setting in any watch or 
piece of shall be pre- 
sumed to be due to theft.” 

The insured claimed that the 
ring, which he had placed in the 
side pocket of his trousers, fell 
out of his pocket, either in his 
doctor’s office or in the news store 
or possibly on the street. 

The court refused to allow a re- 
covery on the basis of “mysterious 
disappearance” saying: 

“On the basis of the plaintiff’s 
own claim, the mysterious disap- 
pearance clause is not applicable 
to this case; the clause does not 
apply to lost or mislaid property. 
There is no mystery in this case as 
to how the ring disappeared from 
the place where it had been put; 
the plaintiff's own claim explained 
that the ring had fallen out of the 
pocket. There is a mystery only as 
to what happened to the ring after- 
wards. The plaintiff claims that 
there is a presumption that it had 
been found by someone and had 
been wrongfully retained by him 
so as to constitute larceny by the 
finder, under the New York statute 
(Penal Law, #1300). But there is 
no presumption under the policy 


jewelry, 
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that property which concededly had 
been lost was found and feloniously 
retained by the finder. 

“The plaintiff’s attorney concedes 
that the mysterious disappearance 
clause does not apply in the ordi- 
nary case of lost property, but he 
argues that if the property is lost 
within a ‘limited area,’ and the 
property cannot be found upon a 


thorough search of that area, the 
mysterious disappearance clause rea a es 
applies. t 

Street not Limited Area 

“We do not find this argument 19! ) / 
persuasive, either on the facts or 


on the law. The area within which 

the property was lost, according to 

the plaintiff’s claim, embraced a 

public street and that can hardly be 

regarded as a ‘limited area.’ Fur- Sales Again Exceed 
thermore, the proof does not show a 

thorough search, particularly with “1: 

respect to the ar In any event, Half-Billion Dollars 
the proof did not, and could not, 
demonstrate that the ring had not 
fallen through a crevice or crack or 
rolled into a hidden place. Once the 
ring was out of the possession of 
the plaintiff, the possibilities as to 
the places into which it might have 
fallen or rolled were limitless. secutive time. Total business in force reached $3,800,000.000 and 


Great -West Life enjoyed another outstanding year in1957, 


Sales exceeded the half-billion dollar mark for the second con- 


“Furthermore, as a matter of was featured by the fact that Group life insurance in force 


hawk ance 2s ere aca) > : . 
law, even if it were assumed that passed $1 billion. 

the ring was lost in a limited area 

and that a thorough search did not Following are the highlights of Great-West’s development 


turn it up, the mysterious disap- during 1957: 

pearance clause would still be in- 

applicable. The clause does not 1957 1956 
cover the mysterious inability to 
find lost property. 


New Insurance and Annuities . $ 510,031,000 $ 507.266.000 


“There is a suggestion in the Insurance and Annuities in Force. . . 3,836,.720,000  3.400.107.000 
plaintiff’s argument that the whole 
of the ‘limited area’ mav be re- Accident and Health Premium Income 22,887,000 18,790,000 
garded as the place in which the 
ring was deposited and that the 
ring may be deemed to have disap- 


Paid or Credited to Policyholders and 
Beneficiaries ar 100,120,000 89,380,000 


peared from that place. We find this 7 636.831.000 596.202.000 

suggestion far-fetched. The ring 

was not intentionally deposited in Liabilities 597,328,000 561,299,000 

the so-called ‘limited area’ but was 

deposited in the plaintiff’s pocket Capital, Contingency Reserve and Surplus 39,503 ,000 34,903,000 

and was lost therefrom. The sub- 

sequent inability to find the prop- 

erty is not covered by the theft 

policy even with the mysterious dis- 

appearance clause in it.” tHe 

(Casey v. London & Lancashire 

Indemnity, N. Y. Supreme Court, Great-West LiFe 

Appellate Division, December 19, wt 2 = == 
ASSURANCE COMPANY 


On7 
1957. MEAD OFFICE - WIM MIPEG. CANADA 
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Will We Have Sound Social Security? men between the ages of 62 and 65. 
: These groups first came on the rolls 

in large numbers in 1957, as a re- 

Continued from page sult of legislation in 1954 and 1956. 

“The OASI Trust Fund took in 
about $6.9 billion in taxes and re- 
ceived $555 million in interest on 
investments. Costs of administer- 
ing the program were $160 million. 
The Fund ended the year with as- 
sets of about $22.5 billion, about 
the same as at the beginning of the 
year. 

“Under the new disability insur- 
ance program, monthly benefits 
were first payable in August 1957. 
By the end of the year approxi- 
mately 150,000 disabled workers 

Year-End OAS! Summary number of people drawing benefits age ia) wae receiving benefits. 

At the end of 1957, Marion B. in this system increased from 9.3 Benefit payments totaled about $60 
Folsom, U. S. Secretary of Health, million at the start of the year to million and administrative expenses 
Education and Welfare, issued a more than 11 million in December. were approximately $5 million. The 
statement summarizing his depart- “Benefit payments from the disability insurance tax yielded 
ment’s activities during the year. OASI Trust Fund increased from $700 million, while the government 
His description contained these $5.7 billion in 1956 to $7.3 billion bonds in which the taxes were in- 
statements about the “growth of in 1957. This record increase was vested earned $5 million in interest. 
the social security system”: largely the result of benefit pay- The Disability Insurance Trust 

“The old-age and survivors in- ments to about 350,000 persons Fund ended its first year of opera- 
surance program is now completing with self-employment income from tions with assets of about $640 
its 2lst year of operation. The farming and to about 650,000 wo- million.” 


spired, haphazard expansions that have created a po- 
tential $300 billion ‘deficit’ in the Social Security 
trust fund. 

Previewed at NALU’s convention last fall, “Can We 
Have Sound Social Security?” should’ stimulate 
thinking on this all-important subject. More informa- 
tion about presenting this slide-narrative can be ob- 
tained from your local NALU group, or by circling 
number 76 on THE SPECTATOR’s reply card between 


pages 66 and 69 


Sent in Your 
ANNUAL REPORT 
Yet? 


STAR OF 
THE NORTH 


“Star of the North,’ symbol of 
Tale) a-talot-melellot-lalel-macom-Wuar-adlora| 
FVale indo Mi ast-tah’ar- tam lalel-ia.4gi<—ig 
Vd alow al-t- Mal hdoial-lo Mal l-Mieor-tg—1-ig 


some dal—m-lel—lah@iasliale|—lo mene 


Mail your reports to: 
Report Survey 
The Spectator 
Chestnut & 56th Streets 
Philadelphia 39, Pa. 


MINNESOTA 
MUTUAL LIFE 


INSURANCE COMPANY 


VICTORY SQUARE SAINT PAUL 
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in anywhere! 


anything 


— 


LETTERS, INVOICES _ 


BIDS, PHOTOGRAPHS 


oe 


RECEIPTS, CHARTS, BLUE PRINTS | : a 
< 
= 


REPORTS, QUOTATIONS, ETC. ~ ee 





*, 
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THE NEW ALL-ELECTRIC 


ApEco A af , 
piat-a-marie 4 Tule: tat 


Instant photocopies of anything written, 
printed, typed, drawn or photographed— 
right in your own office 





So fast... so convenient... so easy! Exclu- 

sive ‘Magic Touch” dial control assures per- 

fect black-on-white copies of anything every 

time. Clear sharp copies from any original up 

to 15” wide, any length or color on opaque or 

transparent paper—printed on one or both 

sides. Made of stainless steel, it is handsome, nad ies 

compact, and light weight. Offers hundreds Charles E. Jones & Assoc JUST TURN THE DIAL 
of time and money saving uses for every busi- 
ness at a price well within the budget of even It automatically makes all 
the smallest firm. adjustments to copy anything 


Have you read this 
American Photocopy Equipment Co. S-38 


New ssstnessetaas. | 1920 W. Peterson Ave., Chicago 26, Ill. 
F _- ' co \ => Rush me, without obligation, your new free book on the improved all-electric 
ree Lie Apeco Dial-A-Matic Auto-Stat. I understand this book explains office 
Reo k? 4 B' photocopying applications in detail and shows how my business can greatly 
. ' benefit by the use of this modern copy-maker. 


For your free book ; tH Company. See, 
tear off and mail this 


Air Mail Postage Paid ri Address____ 
reply card today. —_ 


i) Oe | ee) 


American Photocopy Equipment Co. Individual _—_______ ——Title____-______ : 
1920 W. Peterson Ave., Chicago 26, Ill. In Canada: Apeco of Canada, Ltd. 134 Park Lawn Rd., Toronto, Ont. 





the all-purpose 
copy-maker 


DIAL-A-MATIC 


Find out how you can save time and money by speed- 
ing production . . . by cutting costly office paper work 

. . by expediting shipping and receiving—plus 
hundreds of other ways of increasing the efficiency 
of your business with Apeco Auto-Stat copying. It’s 
all in this new free book. Send for your copy today. 


Have you read this 
NEW FREE BOOK? 


16 full color pages to tell 
you how you can use the 
Apeco Dial-A-Matic Auto-Stat 


in your business. 





GET YOUR FREE BOOK 


6¢ postage will be paid by— 
AMERICAN PHOTOCOPY EQUIPMENT CO. 
1920 W. Peterson Ave. 


Chicago 26, Ill. Air Mail Reply Card Today! 


Mail this Postage Paid 











Husband or Wife ? 


Continued from page 35 


} 


The lower middle class husband 
attempts to plan his 
future but recognizes that his in- 
come limits his ability to do so. 


This discrepancy 


family’s 


} ™ ~. le 
between goais 


and resources may foster a great 
deal of family friction and per- 
sonal psychological conflict. 
The lower middle class wife is 
er convinced that 
enough 
particularly after she 


a mother. She is subject 


nd carries 


almost constant secret 


open or 
desires to move upward. She likes 


+ ++ 


oO see her nusbdand progress, Dut 
Ssne realizes tnat Nis 


ipward in 


opinion, 


y of her children 


to higher | 


inlimited, 
vided receive enough 
“the right kind of 
For th 

: e i 


lower middle class wife frequently 


education.” reason, 

initiates action whi 

sults in l 1 4 in ] eP amount 
Expressed attitudes toward life, 

death 1 i 


} 


iower 


reveal that 
usbands and 
more senti- 
than upper 

The con- 
middle class 
respondents subject appear 
openly in side-by-side statements 
that: (1) We ought to plan for the 
future, and (2 Human affairs are 
in the hands of Providence. 

To a greater extent than 
upper middle class, members 
the lower middle class stat 
they prefer not to 
possibility of death. his ten- 
dency further reinforces the im- 
portance of the insurance agent’s 
role in providing impetus for life 
insurance purchases among lower 


Liddle class families. 


Lower Class Patterns 
In their responses, lower class 
families (35 households inter- 
viewed 
the lower middle class. 


: ‘ > 
are less sentimental tn: 


They are 


Continued on page 52 
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What Are They Doing in the Picture? 


(One of the techniques in motivation research requires the people being interviewed 


to tell stories about a simple picture the interviewer shows them. The report from “True— 


the Man's Magazine” includes this example of the technique and these paragraphs 
describing it.—the editors.) 

Psychological theory holds that respondents “identify” illustrated characters whom they 
tell stories about, as themselves or as significant figures in their lives (for example: mother 
father or wife). For this reason, projective drawings are valuable instruments for discovering 
personal attitudes and fantasies. These attitudes and fantasies do not usually determine 
actual behavior completely, but they may help to explain certain aspects of behavior 
which cannot be understood through any other means. 

The rationale underlying these techniques assumes that people who will not voluntarily 
reveal socially unacceptable or ‘shamefu attitudes in direct questioning will readily 


describe these attitudes if they are permitted to “project” them (that is, to express 


these attitudes symbolically or te attribute them to someone else). Projective drawings 
are rendered in a deliberately ambiguous style, so that a respondent's interpretation of 
the drawings may come from within himself, rather than from the illustrations. 

In the highly personal area of unconscious attitudes, the images of husband, wife, and 
nsurance agent, the three principal actors in the insurance drama become so transformed 


that they are hardly recognizable. n tnis fantasy Grama, the husband becomes an expioited 


all his family which does not appreciate enoug His 
fe becomes a selfish female who pressures her husband into purchasing more and more 


and anticipates the financ ch she will realize from his death 


in these fantasies shrewd, fast-talking villain who sides 


fantasy relationship between husband 
painful discrepancy between 
because 


Husband says, He unhappy 


of his chair . . + tel m:; maybe his wife 
a woman thinks you should have more insurance than you ou see tha 
man isnt too anxious to sign those papers, but hell get worn down his wife and the 
insurance man. Those fellas are slick talkers, and once 
know they got it made, unless the husband hasn't got any money 

Wife says 


It's hard to tell from # she's saying 


or if she's a bit of a shrew finally got 

sign this thing.’ . . . It | ike { < n five minutes 
only to hang up his over-enlarged sign and pull out a pen. Why not tackle this 
their home, when he expects to attempt his tear-jerki The husband 
very uncomfortable, and | believe he's feeling it. 

not for any other reason, so he tries to make the best of 

mental discomfort for him. He probably feels that there 


his wife and the agent and he may be justified 





Husband or Wife ? 


Continued from page 51! 


realistic, but only in a passive or 
fatalistic sense. Many _ respon- 
dents indicate that chance factors 
such as weather, illness and the 
general level of employment affect 
their financial standing consider- 
ably. When asked what his wife 
should do if she should outlive 
him, the lower class husband will 


sometimes say, “I don’t have any- 


thing to say about it. I won’t be 
around.” 

Family solidarity in lower class 
households is restricted to hus- 
band, wife and dependent chil- 
dren. Since the husband can usu- 
ally afford to carry only a small 
amount of life insurance, most 
lower class respondents recognize 
that his death may make it impos- 
sible for his immediate family to 
continue as an independent unit. 
Children are expected to ease the 
many strains on the family’s in- 





Same Sales 
But More Income 


oking for ways to fatten up your annual income 10 
20 years from now? Are you interested, in short, 


income later on without sacrificing com- 


We invite your attention to Occidental’s new provisions 
for continuing commission payments after the 10th year 
on business produced under our brokerage agreements 
after January 1, 1958. (That's right now!) 


This plan permits you to have Lifetime Renewals and thus 
extends the earnings from your sales as long as you live 
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and your business persists. Pays the usual vested com- 


miSsio 


for nine renewals and then also pays 3% on 


1S 
most plans after the 10th year. 


D 
p 


find out today 


ccidental Life 


INSURANCE COMPANY OF CALIFORNIA 


Home Office: Los Angeles / WB. Stonnard, Vice President 


We pay Lifetime Renewals 


remiums in a calendar year to qualify for these 
renewals on that year’s business. You can 
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they last as long as you do! 





| 


come by becoming self-supporting 
at an early age. 

A “decent burial’ is a matter of 
great concern to members of the 
lower The difference be- 
tween the amounts of life insur- 
ance carried by husband and wife 
is much smaller than in any other 
class. Realistically, couples in the 
lower class expect their small in- 
surance policies only to provide a 
“decent burial,” although they 
may hope that there will be “a 
little bit left over.” 

The insurance agent, who fre- 
quently appears in this class as a 
“collector,” plays an important 
part in the family’s insurance de- 
cisions. Unless he is regarded with 
hostility because of lapsed policies 
or disputed claims, he is usually 
thought of as a paternal authority, 
rather than as a businessman or 
friend. 


class. 


Partial Excuse 

The severe limitations imposed 
on the amounts of policies in this 
class depend upon in- 
ability to pay premiums. Actually, 
other indirect evidence indicates 
that this is only a partial explana- 
tion. Lower class men and women, 
experiencing so much enforced 
deprivation, find it difficult to 
make further sacrifices voluntar- 
ily. Even before their inescapable, 
day-to-day expenses have been 
paid, men and women in this class 
indicate that they may squander 
money impulsively on short-lived 
pleasures. 

Members of the lower class ex- 
hibit more irrational loyalty to 
particular insurance companies 
than do the classes above them. 
Their only reason for choosing a 
particular company may be that 
their families have “always” dealt 
with the company. 

In many respects, the class at- 
titudes and living patterns 
scribed in this section (lower 
class households) seem less stable 
than those outlined in the two pre- 
ceding sections. The lower class 
patterns described are barely pre- 
dominant and apply most consis- 
tently to households with an older, 
unskilled, non-unionized head. 
Other families in this group re- 
veal various combinations of 
lower and lower middle class at- 
titudes and living patterns. 


ostensibly 


de- 
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INVESTMENTS 


A Backward Glance May Give 
A Clearer View of the Future 


By ERVIN L. HALL 
Partner, Davis and Hall! 
Investment Management 


HEN the stock market has 

had a comparatively violent 
adjustment such as occurred in the 
latter part of 1957, we should look 
back to see just how well our plans 
for the future have stood the test 
of a change in market sentiment. 
We will all find a different story, 
some good and some not so good. 
We will also find that few stocks 
follow the trend of the market as 
reflected by the averages. 

The 1957 episode was no differ- 
ent from many others. When the 
dust cleared away, back in October, 
some former favorites had lost as 
much as 40 per cent to 60 per cent 
from top value, while others had 
lost an insignificant amount, and 
still others actually moved against 
the trend. Examples are abundant 
and you will have no trouble point- 
ing to many similar to Anaconda— 
a drop in price! Beatrice Foods—a 
modest one; and American Stores 

a good one. 

Now what have we learned from 
the sudden adjustment of values 
that might be helpful in the fu- 
ture? Of course if we allow our- 
selves to go into a fog of pessimism, 
we will learn nothing. Even the 
best portfolio will look sad and 
clamor for revision—a revision to 
the ultra conservative pattern most 
likely. 

However, if we take a rational 
view, realizing that we all make un- 
believable errors in periods of pros- 
perity and rising prices, we may 
pick up a few hints to guide our 
future footsteps. 

Have we adhered to a policy of 
careful diversification among our 
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common stock holdings? Despite 
the pull of the missile program and 
the expectations of high energy 
fuels, have we steadily refused to 
allow more than a modest percent- 
age of our funds to drift into these 
industries? While the market as a 
whole advanced, did we build up 
reserves in the stocks of companies 
glamorous 
phases of industry, companies that 
are consistent earners in good times 


engaged in the less 


and bad and 
dividends? Such stocks act as a 
cushion when the erosion of values 
sets in. 


have paid steady 


These policies may seem elemen- 
tary to some of you, and in fact 
they are. That is the reason we 
frequently forget them and over- 
reach ourselves. A portfolio that 
has been kept diversified and has 
gradually built up a stronger re- 
serve in the less volatile stocks is 
in a strong position to weather a 
sudden change in market senti- 
ment. It may not satisfy all your 
desires, and you may even feel you 
are missing out on a few favorites 
of the moment, but such a portfolio 
should show a stronger than aver- 
age trend year by year. 

Another thought we should con- 
sider when we take a backwar 
is the tendency to follow the 
fashion of the times. Fashion i: 
securities is just as changeable as 


giance, 


fashions in ladies’ dresses, and oui 
fashions can change just as quick 
ly. We are sometimes caught up 
such a trend of thought so that we 
hardly realize that we are following 
the crowd, rather than our own 
common sense analysis of a situa- 
tion. 

Not long ago, the companies that 
were interested in high energy 
fuels were in the limelight. Prior 


to that and during most of the past 


two years, the growth stocks, par- 
ticularly those with big names, 
were the fashion with all classes of 
investors. General Electric, Minne- 
apolis Honeywell, Minnesota Min- 
ing & Manufacturing, Corning 
Glass, to name just a few, were 
bought regardless of price. 

This is not to say that these 
stocks were not at times a sound 
investment vehicle, but when in- 
start following a _ trend 
which at one time may have been 


vestors 


basically sound, it can lead to un- 
realistic prices in relation to pros- 
pective earnings and _ dividends. 
That is just what happened prior 
to July of last year. Some of the 
I losers in the downswing 
overplayed blue chips. 


Earners in Demand 


This same tendency to follow 


what appears to be the obvious of 
the moment, has produced a fash- 
ion in the last few months that may 
also run to extremes. With many 
pessimistic utterances as to the 
outlook for the economy since the 
first of the year, the fashion has 
been to play it safe, be conservative 
and wait for some new stimulant. 
The result, a persistent demand for 
the steady earners and long time 
dividend payers, stocks of compa- 
hardly a 
glance when all eyes were on new 
inventions, efficient new plants and 
possible break throughs in the field 


of science. 


nies previously given 


These new favorites are being 
forced to new highs and the price, 
in many cases, has run beyond the 
valuation normally placed on such 
staid and solid earners. Beatrice 
Foods, Beech-Nut Life 
American Chicle have all been bid 
for avidly. The food chains like 
American Stores and First Nation- 
al Stores, both with highly conser- 
have moved up 


steadily since the decline in the 


Savers, 


vative records, 


market got underway. 

With the 
substantially below the 1957 high, 
most of these stepchildren of the 
past have made new Even 
the utilities, that have been popular 
for a number of years, are showing 
signs of running ahead of them- 
selves. Dayton Power & Light, 
Southern Company and Virginia 


market as a whole 


Continued on page 54 
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YOU MAY | | Backward Glance 
WIN THIS Cieent ooniinias ‘9 
HANDSOME | Electric are typical examples. 


OSCAR It is obvious that the fashion for 

this type of investment can lead 
you into territory that can become 
just as dangerous as the fashion of 
over-discounting growth so preva- 
lent not many months ago. We may 
go too far and too fast for a safe 
haven at a time of trouble and 


Here's your chance to wina 
handsome bronze Oscar and, at 
the same time, receive national 
and local recognition for your ag 
advertising in 1957. It’s the Sixth pessimistic thinking. 

seing too statistically minded 
gram for agents and brokers may also have been a drawback. 
sponsored by the Insurance You may have projected your sta- 
Advertising Conference. Sixteen tistics too far into the future in 
major awards will be given out. early 1957. We all know statistics 
No entry fee. are not only helpful but essential in 
arriving at a well rounded conclu- 
For complete information write sion. But, like many useful tools 
to Charles K. Oaks, Jr., Chairman in this world, they cannot replace 
of the I.A.C. Awards Committee, the source of our progress, hard 
700 Main Street, Hartford, 
Connecticut. 


Annual Advertising Awards Pro- 


headed thinking. 

Statistics can play some fancy 
tricks on us. So it is well to check 
our past actions from this angle. 
We may have compiled an impres- 


The deadline for submitting en- 
tries is April 1. 








sive arsenal of facts and figures but 
forgot to supply the spark of intel- 
ligent thought. Without this spark 
the dry powder of statistics will 
follow an unimpressive course. 

So our backward glance, or hind- 
sight, should bring into sharp focus 
the investment errors it is so easy 
to make. It is indeed difficult to 
resist the glamorous claims of the 
Lorelei of Prosperity, and equally 
difficult to keep the nightmares of 
anxiety in check. To follow the 
obvious is unlikely to resolve either 
predicament. 

To strengthen your stock hold- 
ings by investing more of» your 
funds in the old wheelhorses—the 
steady earners—when the Lorelei 
is singing sweetly, and to look for 
unusual bargains among the fallen 
angels — the blue chips — when 
gloom envelops you will be more 
profitable than following the trend 
of the times. 

To keep money profitably em- 
ployed requires independence of 
thought. Times of trouble are good 
for all of us if for no other reason 
than they clean out the cobwebs in 
our thinking. 
































MULTIPLE LINE REINSURERS 











MUNICH MANAGEMENT CORP. 
United States Manager 
70 PINE STREET 


NEW YORK 5, NEW YORK 
TELEPHONE BOwling Green 9-5532 














SOUTHERN and FACULTATIVE DEPTS. 


1401 PEACHTREE ST. 
ATLANTA 9, GEORGIA 

















Hunich UNITED STATES 


aaa CASUALTY COMPANY 


UNITED STATES BRANCH 


60 John Street New York City 


TELEPHONE TRinity 5-8969 Casualty - Fire - Marine - Surety 


Home Office 
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Company News 


"50ny OVER 
Continued from page 29 Ya $1,165,000,000 


NNVersar vy 


SOUTHLAND Ue 
P ‘ has INSURANCE COMPANY /| $207,500,000 
Fidelity Life Association, Fulton, Xt a f iat neceye 


Ill., a mutual legal reserve com- ites we 
pany, has become a member of 
the Kemper Group. Fidelity 
Life has had a close working 
affiliation for more than three 
years. 

Central Mutual, Van Wert, Ohio. 
has totally reinsured the Sun 
Mutual Fire, Cincinnati, as of 
Dec. 31, 1957. 

Hartford Fire, through the Ameri- 
can Foreign Insurance Associa- 
tion, has been registered to 
transact fire, marine and cas- 
ualty insurance in Paraguay. Consulting Actuaries 

Hastings Mutual is the new name 5 Broadway, New York 6, N. Y 
for Michigan Mutual Wind- ‘ sedate: 
storm. Charter is to be amend- HAnover 2-5840 
ed, bringing the company under 
the general mutual law. 

Eldorado Insurance Exchange has 
been authorized to do business 
in California. Company will is- | These Monthly Leteers Are 


uy eto ssid , Imprinted Especially For You To Create Prestige: 
sue non-assessable policies of | | EXECUTIVE VIEWPOINTS . . . INSURED PENSIONS . . . EM- 
workmen’s compensation and | | PLOYEE BENEFIT PLAN REVIEW ... NET AFTER TAXES .. 
employers liability. | | BUSINESS SECURITY . . . INSURANCE BUYERS NEWSLETTER 
Allstate has begun sale of resi- | Write fer Sample Copics ’ f 
dential fire insurance in North CHARLES D. SPENCER & ASSOCIATES, INC., Publishers 
180 W. Adams Street, Chicago 3, III. 


Insurance In Force 











Woodward, Ryan, Sharp and Davis 




















Carolina. Company is now sell- 

ing fire insurance in the Dis- 

trict of Columbia and all states 

except Massachusetts. 
Occidental Life of California and 

Southwestern Life, Dallas, have 

joined the Health Insurance As- 

sociation of America. HIAA 

now has 264 member companies. 
Associates Life, Indianapolis, has 

been admitted to Michigan and | —a treasure-chest of sales illustrations for 

Kentucky, first states outside | : 

Indiana in which it has sought 

a license. : 
Provident Mutual Life of Phila- trend toward single needs selling. 

delphia is new licensed in South | Dramatic illustrations for [] Career 

Dakota and Wyoming. Company | Se women 

now operates in 41 states and | (_] Wife insurance 

the District of Columbia. | Charles H. Kiefer, Vice-President, Sales \ L) Retirement 
Mutual Service Insurance Com- Mutual Trust Life Insurance Company (J Juvenile — 

panies, St. Paul, Minn., have eee ee eee ; » Estate Builder 

been licensed in merge br > ia ah * - - sor so a 

group is now licensed in 1¢ ease show me the complete selling 

wrt = a saaelien 
California Life has been author- | cai L) Youth 

ized to operate in Colorado. Address a ne 
Johnson & Higgins (Canada) Ltd., | City state______ || LJ Family Plan 

insurance brokers, have con- | 

Continued on page 56 





the life insurance salesman who is in 
step with the industry-wide 
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We offer 
FLEXIBLE 


an 
DEPENDABLE SE 


years world wt 


APPROACH 
RVICE 


based on 60 


STEWART, SMITH «& Co., Inc 


116 John Street . 


Tel: W Orth 2-0200 


CHICAGO 


de experience 


New York 38, N.Y. 


MONTREAL 


Company News 


Continued from page 55 


solidated with Dupuis, Pari- 
zeau, Tremblay, Ltd., Montreal. 

Commercial Insurance, Amarillo, 
Tex., has announced an increase 
in its capital stock from $300,- 
000 to $600,000. Company is an 
affiliate of Southwestern Invest- 
ment Company. 

Sanborn Map Company has moved 
its executive offices from New 
York City to Pelham, N. Y., site 
of its publishing plant. A sales 
and service office is being main- 
tained in New York City. 


DIVIDENDS: Bankers National 
Life, $.10 payable March 14 to 
stock of record March 7. Home 
State Life. $.25 payable March 
10 to stock of record February 





NATION-WIDE 

CLAIM 

E AND SERVICE 
FIRE ANI 
CASUALTY 


HOME OFFICE + ORLANDO, FLORIDA 


AMERICAN FIRE & CASUALTY COMPANY 


15. Quarterly—Excelsior, $.10 
payable March 25 to stock of 
record March 10. Lincoln Na- 
tional Life, $.40 payable May 1 
to stock of record April 10. 
Semi - Annual — Civil Service 
Employees, $.55 payable March 
12 to stock of record February 
26. Quaker City Life, $.75 pay- 
able April 15 to stock of record 
April 1. Annual — Southland 
Life, $1.75 payable March 11 to 
stock of record February 28. 
Stock—Philadelphia Life, 20% 
payable March 10 to stock of 
record February 17. Quaker 
City Life, 5% payable April 15 
to stock of record April 1. Vul- 
can Life and Accident, 10% 
payable to stock of record 
March 31. 











(Pull “it” out and read this ad) 


There isn’t any reason why the subject of Mutual Funds should make you 
hide your head in the sand. Actually, the modern life insurance salesman 
has a mutual fund connection so as to round out his ability to fulfill his 
clients’ needs. Let us help answer your questions on selling this type of 


investment. Write me—today. AD 4 P oo 
G9. Hoel, Agency Superintenden 


GENERAL AGENCIES OPEN IN Arizona ® California ¢ Delaware 
Florida @ Georgia @ Illinois ¢ Indiana @ Kentucky ¢ Maryland 


STANDARD LIFE INSURANCE CO. of IND. 


ichigan @ Missouri © New Mexico ® Ohio @ Pennsylvania 
INDIANAPOLIS, INDIANA 


Tennessee © Virginia @ West Virginia © D. of C. © Hawaii 
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COVERAGES AND FORMS 


Pedigreed Dog Insurance 


Protects Owner for Loss of Pets 


Animals 6 Months 
to 9 Years Covered 


Q. What companies write this 
policy? 

A. This is a special policy writ- 
ten by the Animal Insurance Com- 
pany of America, New York City. 

Q. How is it written? 

A. Asa separate policy and only 
after the submission of a special 
application. 


Coverage 

Q. What does this policy pro- 
vide? 

A. This policy insures owners 
of pedigreed dogs, six months to 
nine years of age, against loss by 
reason of the animal’s death from 
any cause except poisoning which 
death may occur in the United 
States or Canada, as well as in 
transit. 


Exclusions 


Q. What are the exclusions? 

A. Death resulting from poison- 
ing is the main exclusion. There 
are limitations. Loss due to whelp- 
ing or as a result of an operation 
is covered only if the policy has 
been in least three 
months. Dogs seven years of age 
or older are not eligible for cov- 
erage except under renewal of a 
policy in force at the time. 


force at 


Rates 
Q. What are the rates? 
A. Full 
policy insuring 


coverage rates for a 


fewer than five 
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dogs is $8.00 per $100 of insur- 
ance, subject to a minimum pre- 
mium of $10. A group of five or 
more dogs may be insured subject 
to a deductible equal to the pre- 
mium paid and applied only to the 
first claim, reducing the rate to 
$4. The group plan 
minimum annual premium of $20. 


requires a 


Life For Pedigreed Dogs 

The Animal] Insurance Company 
of America has devised a new type 
of policy to insure the owners of 
pedigreed dogs against loss re- 
sulting from the death of their 
dogs. It is not necessary, as some 
owners believe, that the animals 
be registered with the American 
Kennel Club. Non-registered dogs 
are eligible. 

The policy may be written to 
cover single dogs or in groups of 
five or more. Group coverage may 
be written with a first loss de- 
ductible equal to the premium 
paid for the entire policy. Of 





course, if the initial claim does 
not exhaust this amount the re- 
mainder will be applied as a de- 
ductible to the succeeding claim. 


Limits of Insurance 

Policies may be written on a per 
dog limit of $500 without a vet- 
erinary medical certification. Cov- 
erage in excess of this amount, up 
to $13,000 per animal, 
proof of value as well as certifica- 
tion from the veterinarian. Proof 
of value must be substantiated by 
bill(s) of sales, show 
stud earnings or other evidence of 


requires 


records, 


worth. 

Valuation of dogs up to $500 
should be determined acording to 
purchase price, cost of food and 
other maintenance expenses, medi- 
cal care and training. It is neces- 
sary to estimate the cost of a gift 
dog for insurance purposes. 


Death by Poison Excluded 

The Company feels that death 
by poisoning should be excluded 
as a basis for claim because such 
a loss could be either accidental 
or intentional and it would be 
quite difficult to prove the former. 

The company furnishes a nose 
print ribbon with each applica- 
tion. These ribbons contain a non- 
toxic mineral dye that is safe to 
use on animals. It is necessary 
only to dry the dog’s nose, press 
ribbon or pad to the nose and 
transfer to application blank. 

To establish a claim a veteri- 
narian must obtain a nose print 
from the carcass to be transferred 
to the death certificate. The nose 
print of a dog is as positive and 
infallible a means of identification 
as the finger prints of a human. 
The nose print does not change 


during the life span of the animal. 


Intentional Destruction 

The policy insures against 
resulting from voluntary or 
tentional destruction of a dog un- 
ler certain circumstances: 

1. If the animal is accidentally 
injured and due to such 
immediate destruction is 
sary. A statement from a licensed 
veterinarian must be obtained cer- 
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Dog Insurance 


Continued from page 57 


tifying such destruction was nec- 
essary. 

2. Where the com- 
pany grants permission for the 
destruction of the anima] because 
it is so badly injured, sick or dis- 
eased that 
mends the animal be destroyed. 


insurance 


a veterinarian recom- 


Consulting Vet 


The company will appoint (and 
recompense) a_ veterinarian to 
onfer with the attending veteri- 
narian as to the necessity of doing 
way with said animal. 


The insurance company should 
be notified of any serious sickness, 
disease or injury that might re- 
sult in a claim under the policy. 
In event of the animal’s death, 
notification should be by telegram 
or telephone. The veterinarian’s 
certificate of dog’s death together 
with nose print should be avail- 
able for the company’s claim rep- 
resentative. 


Special Application 

A special application for the in- 
surance must be completed by the 
owner of the animal. In addition 
to the nose print which must be 
placed upon this form, informa- 
tion is required as to name, sex, 
breed, month and year whelped, 
color, identification markings and 


number (tattoo) and license num- 
ber for each dog. 


No Defects 

Other data as to illnesses or in- 
juries suffered and vaccinations 
must also be furnished. The owner 
must certify that each animal is 
absolutely free from any defects, 
disease or injury at the time the 
application is completed. Defects 
refer to limitations as to vision, 
locomotion and sterility (except 
castrated or spayed animals). 

Request for insurance in excess 
of $500 on any one animal re- 
quires certification by a veterina- 
rian. 

The applicant 
statements in the form are true. 
Intentional violation of a _ war- 
ranty usually voids a contract. 


warrants’ the 





SECURITY « STRENGTH : SERVICE 


UNITED STATES RESOURCES AS OF DECEMBER 31, 1957 


1896 


1863 *The British and Foreign 


Marine Insurance Co. Ltd. 
1911 
1836 


Globe Indemnity Company 


*The Liverpool and London and 
Globe Ins. Co. Ltd. 


1811 
1891 
1910 
1845 
1896 
1860 


Newark Insurance Company 

Queen Insurance Company of America 
Royal Indemnity Company 

*Royal Insurance Company, Ltd. 

Star Insurance Company of America 


*Thames and Mersey Marine 
Insurance Co., Ltd. 


1832 Virginia Fire and Marine 


Insurance Company 


t Group Total-Consolidated 


tConsolidated Group total eliminates ownership of Virginia Fire 
and Marine Insurance Company stock by Globe Indemnity Company. 


American and Foreign Insurance Co. $ 421,000 $ 25,131,673 $ 25,552,673 
1,140,911 


1,099,534 
1,266,376 


792,000 
799,496 
1,144,225 
1,219,384 
421,000 
1,141,372 


421,000 


$9,866,298 $484,020,179 $493,886,477 


“United States Branch. The amount shown under 
statutory deposit required to transact business in the U. S. A. 


LIABILITIES 


Assets 


SURPLUS TO 
OLICYHOLDE 





15,135,182 16,276,093 10,389,788 


78,281,649 
55,121,078 


79,381,183 


56,387,454 36,065,841 


32,981,088 
83,765,573 
89,602,914 
64,587,742 
27,952,509 
10,089,974 


21,225,398 
53,924,018 
57,039,868 
41,843,503 
17,972,785 

6,293,810 


32,189,088 
82,966,077 
88,458,689 
63,368,358 
27,531,509 

8,948 602 


9,621,601 10,042,601 6,301,573 


$316,242,897 


$ 16,382,829 


48 803,484 


$ 9,169,844 $ 8,541,527 


$ 1,500,000 


* 500,000 5,886,305 5,477,927 


30,577,699 
20,321,613 


2,500,000 
* 500,000 


28,872,596 
18,781,367 


11,755,690 
29,841,555 
32,563,046 
22,744,239 
9,979,724 
3,796,164 


11,036,869 
27,609,254 
30,666,164 
21,356,688 
9,294 497 
3,574,589 


2,000,000 
5,000,000 
2,500,000 
* 500,000 
1,000,000 
* 500,000 


1,000,000 3,741,028 3,527,299 


$16,500,000 $177,643,580 $166,005,450 


Capital” is the 


CASUALTY—SURETY— FIRE — MARINE 


ROYAL-GLOBE INSURANCE GROUP 


ONE HUNDRED FIFTY WILLIAM 


STREET, NEW YORK 38, N. Y. 
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NEW ENGLAND 


Specialty Companies May Win 
Auto Market by Default 


Pick a Top Firm 
and Stay with It 


ILL this winter of under- 
Leora discontent yield to a 
softer and more 
mate? 


salubrious ¢li- 


Automobile commissions. First 
seen in Class II reductions in se- 
lected unfavorable states, watch 
for further erosion of standard 
commission schedules. There is a 
three-way squeeze on Bureau com- 
panies: 

(] Shrinking volume of avail- 
able preferred business; 

(2) Increasing loss ratio of re- 
maining business consisting of or- 
dinary and sub-standard business; 

(3) Higher acquisition cost for 
an increasing volume of less de- 
sirable business. 


Unpopular Class II 


In an effort to improve Class II 
business, premiums were in- 
creased as much as 3.6 times Class 
I. This action automatically in- 
creased Class II commissions in 
the same proportion. Company 
underwriters then found them- 
selves paying almost four times 
more commission for business 
they didn’t really want. Ergo: re- 
duce commissions. 

Family Automobile Policy. Con- 
ceived in a Bureau merchandising 
panic two summers ago, FAP was 
illy born—too big, too soon. This 
slated for 


monster is surgery 


soon. 
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The automobile liability branch 
1f the insurance business is f: 
taking on the aspects of social 
surance just as was the case 
Workmen’s 


vears ago. 


Compensation 


Specialty automobile companies 
will have an excellent opportunity 
in a year or two to win the per- 
sonal auto market—by default 

Why specialty writers? Non- 
agency writing companies are able 
to take maximum advantage of the 
mass market potential of automo- 
bile liability insurance because: 


Complete underwriting con- 


Low acquisition cost; 


3) Streamlined accounting, 
statistical and underwriting func- 
tions; 

4) Elimination of costly dupli 
cation of work between their rey 
resentatives and company office: 
5) Direct appeal to great ma- 
joritv of cost-conscious 
ers; 

ss distribution 
designed to market auto i 
in volume at low cost. 
The local agent. The American 
Agency System (it is often said 
was never intended to be two inde- 
pendent groups, 


satisfy its own selfish interests. It 


each working ti 


was created as a cooperative con- 
cept with agency companies in the 
belief that development would be 
more result of 
teamwork. 


a aa 
beneficial as a 


Agents are agents of their com- 
panies. They are no healthier, eco- 
nomically, than their companies 
They don’t “give” business to com- 
panies, they “place” it. The rela- 
tionship is one of common interest 
and advantage. 


If an agent is to build a success- 
ful business, he must assume a 
permanent relationship with his 
companies. The idea of a truly 
independent agent, or an 
agency company without a net- 
work of local agents to provide 
business, is completely unrealistic. 
Where things stand. The greatest 
problem in the difficult market of 
the past two years has been those 


local 


producers who, in profitable times, 
preferred to place their business 
in companies which offered excess 
commissions or less than standard 
which 
curtailing the 


, 
1] accept, or 


rates, but recently have 


been amount 
business they wi 
withdrawing from agencies. 

Why is it that some producers 


it’ te 


cannot learn, before it’s too la 
to find markets, that their best 
interest in the long run lies in se- 
lecting a topnotch company and 
remaining loyal to that company 
through thick and thin markets? 

A similar remark might be di- 
rected to a certain percentage of 
assureds who buying 
largely, if not entirely, on a price 
basis, and who insist that their 


insist on 


rate be cut to the bone, though 
there is little or no chance for 
the insurance company to make 


lild up any reserve. 


Call in the Old Pros 


when prod 


omehow, too, 
ble with “fair weather” 

and come to old 

in difficult 
invariably appear first 

a tough risk, or one which is 
expecting the veteran 
Their prom- 


the old 


trouble, 
companies to take it. 


se in return is to “give” 


¢ 


pros a sufficient volume of busi- 
ness to justify going overboard 
accommodate them on a 

the market becomes diffi- 
ind “fair weather’ compa- 
are forced to clamp down, 
are always producers wh 
he Hartford 


their business—good 


. 


companies 
When an easy market re- 
urns, too many forget the lesson 
For the historians: These tough 
casualty underwriting cycles seem 
to be getting closer together 


1946-47; 1951-53; 1956-58 





a 
Pearl-Monarch Insurance Group c.. 


19 RECTOR ST. NEW YORK 6, N. Y. 


CHICAGO CINCINNATI SAN FRANCISCO PHILADELPHIA 
175 W. Jackson Blvd. 1423-1424 Carew Tower 369 Pine Street 3 Penn Center Plaza 


Pearl Assurance Company, Ltd. (United States Branch) 


Chief Office: 19 Rector Street, New York 6, New York 


FINANCIAL STATEMENT—December 31, 1957 


Assets Liabilities 


*Bonds Unearned premium reserve .... $11,934,845.31 
Government 
Railroad 671,342.96 Losses in process of adjustment 2,944,094.00 
Public Utilities pence ,196 ‘ 
Industrial and Miscellaneous : $11,268,260.21 Reserve for taxes é 348,775.60 


*Stocks Reserve for all other liabilities. 857,050.81 
Railroad jane es +++. § 259,700.00 
Public Utilities Ae 4,441,895.0 
Bank and Insurance ....... 3,100,014.8 
Industrial and Miscellaneous 1,568,381.4 9,359,991.22 | Surplus . 7,433,065.75 

Cash and Bank deposits ; 1,141,449.76 

Premium balances receivable Surplus to Policyholders 7,933,065.75 
not more than 90 days past J SRP RE NCPR ST 
due, less reinsurance pre- TOTAL $24,017,831.47 
miums due to other com- ————— 
panies... 1,003,826.79 

Reinsurance 
paid losses due from other 
companies ......... 1,060,607.85 

Other admitted assets .. 183,695.64 


0 Statutory Deposit ...-.. $ 500,000.00 
1 
1 


——— * Valuations on basis approved by National Association of 
Total Admitted Assets .. $24,017,831.47 Insurance Commissioners. Securities carried at $1,164,377.10 
————_ are deposited as required by law. 





The Monarch Insurance Company of Ohio 


Corporate Office: 1423-4 Carew Tower, Cincinnati 2, Ohio 
Chief Office: 19 Rector Street, New York 6, New York 


FINANCIAL STATEMENT—December 31, 1957 (New York Basis) 
Assets Liabilities 


*Bonds Unearned premium reserve... 11,934,845.30 
Government ... ie ai . $11,151,662.56 
States, Territories and Losses in process of adjustment 2,944,093.00 

Possessions ........ ‘e% 242,696.70 
Railroad ac 544,854.64 Reserve for taxes as $48,775.59 
Public Utilities .... 961,848.27 
Industrial and Miscellaneous , 57 $13,943,658.7 Reserve for all other liabilities 5§5,494.97 


*Stocks Contingency reserve ; 50,867.94 
Railroad ie ee neem Cr 5, .00 
Publie Utilities ... ,878,733.00 Capital 1,613,912.50 
a ae ee i .00 
Industrial and Miscellaneous 40 $ 8,227,419. Surplus . 6,598,541.25 

Cash and Bank deposits ..... 

Premium balances receivable 
not more than 90 days past 
due, less reinsurance pre- 
miums due to other com- 
panies ; 37,212.33 

Reinsurance 
paid losses due from other 
companies : : ‘ 850,160.68 

Other admitted assets 141,046.18 


Surplus to Policyholders 


g 
TOTAL $24,956,530.55 


oO * Valuations on basis approved by National Association of 
Total Admitted Assets $24,056,530.55 Insurance Commissioners. Securities carried at $1,569,288.10 
————— are deposited as required by law. 
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Buy an Agency 


Continued from page 37 


The plan of payment should be 
carefully worked out for the pro- 
tection of both purchaser and seller. 
The payout may take one of two 
forms—(1) cash, or (2) deferred 
payments. The broker, in bringing 
the prospective purchaser and will- 
ing seller together, usually looks at 
all angles of the deal. 

A credit investigation of the pur- 
chaser is warranted, even though 
the transaction may be on a “cash 
basis.” The credit investigation 
will disclose the back- 
ground of the purchaser, his finan- 
cial net worth, and his ability to 
pay for the agency. Occasionally a 
business broker will run into a per- 
son “who talks big” but has to 
renege when the price gets over his 
head. It is well to know in advance 
whether a purchaser is getting in 
too deep. It will save a lot of lost 
time and pointless negotiation. 

If the deal is to be on a cash 
basis, the standard formula of eval- 
uation will apply. If the deal is on a 
deferred payment basis, acceptable 
collateral should be pledged to as- 
sure performance under the con- 
tract. 


business 


Pay out of Income? 


The ‘no money down” and “pay 
later” basis usually leads to trouble. 
Paving for an agency out of income 
requires a different basis of valua- 
tion and also requires a careful 
scrutiny of the purchaser. His 
knowledge of the community and 
his experience in the business are 
important factors in appraising 
his ability to successfully manage 
the agency. If the seller should have 
to repossess the agency because of 
non-performance by the purchaser, 
he does not want a run-down agency 
which has little remaining value. 

The question as to whether a 
mixed agency (i.e., stock and mu- 
tual) is worth as much as a straight 
stock agency often arises. In our 
opinion, with the direct writing 
competition being as it is, mutual 
or deviating companies are a 
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“must” in any agency. We find more 
and more mutuals and deviating 
companies in what were, at one 
time, straight stock agencies. 

Keep the valuation formula sim- 
ple and “spell-out” the purchase 
agreement. Leave nothing to chance 
or assumption. For example, there 
should be a “no-competition” clause 
in the purchase contract. Notwith- 
standing that this is a legal ques- 
tion to be answered by an attorney, 
we are of the opinion that such 
clauses if properly drawn are en- 
forceable. 


Five-Year Clause 


The no-competition clause cannot 
be oppressive and cannot unduly 
deprive the seller of his normal 
legal rights. Custom dictates a five- 
year period of no-competition in the 
area by the seller. This provides 
adequate protection to the pur- 
chaser and gives him the oppor- 
tunity of tying-down the business 
and of demonstrating his ability 
and willingness to serve his ¢usto- 
mers. 

We run into questions of ethics 
and honesty in negotiating deals. 
There have been cases where re- 
newal lists have been sold to others 
prior to the sale of the agency. We 
have experienced no such instances, 
and we doubt that a seller’s sense 
of fair-play is so flexible as to per- 
mit such an act. There are legal 
remedies for this situation. How- 
ever, the purchase contract can, as 
a matter of course, recite the war- 
ranties of the seller that no such 
sale has taken place in a specified 
period prior to the agency sale. 


Personal Assistance 
The principal problem is spelling 
out the degree, type and manner of 
personal assistance which the seller 
will give the buyer in holding the 
through the period of 
change in agency ownership, and 


business 


for how long this assistance will 
be given. Partnership agreements 
should always be checked. Look for 
“silent partners’ and take legal 
steps to dissolve the partnership. 
When an 


seller customarily collects all out- 


agency is sold, the 


standing balances and pays all com- 
pany balances as of the date of the 


sale so that the buyer comes in 
clean. There are cases where the 
buyer agrees to collect the balances 
for the seller and to remit the pro- 
ceeds, less allowance for collection 
expense. This gives the buyer a 
chance to become acquainted with 
the customers. 

The seller usually guarantees the 
accounts if they are sold with the 
agency or, if not sold, the seller will 
take over the collection of delin- 
quent accounts after 60 to 90 days. 
Prior to the expiration of the col- 
lection period, the purchaser tries 
to collect for the seller’s account. 

It is a good practice to check the 
policies, premiums, endorsements, 
additions and deletions. A machine 
tape can be run taking one year 
premiums, 13 of 3-year premiums 
and 1/5 of 5-year premiums in or- 
der to arrive at average annual pre- 
mium income. If the “dailies” are 
properly filed, an inventory of a 
$100,000 agency can be completed in 
six to eight hours. If the buyer is 
represented by a broker—and he 
should be—the broker will take over 
this task. 


Business 'Personality” 


An experienced broker, working 
on the scene, can learn much about 
an agency, its business methods, 
and its “personality.” He can sense 
the efficiency or lack of it during 
his inventory. 

As the size of an agency in- 
creases, the valuation formula, 
though applying, becomes subject 
to individual negotiation. For ex- 
ample, an agency having over $500- 
000 annual premium income would 
have fewer prospective purchasers 
than a $100,000 agency simply due 
to the size of the purchase and the 
capital required for purchase. Taxes 
complicating factors in 
agency sales and often influence the 
terms of the purchase and sales 
agreement. 


become 


Remember this: service holds any 
business. Insurance buyers are re- 
luctant to make changes and usually 
do so only when there is dissatis- 
faction with the servicing of their 
accounts. Whether or not your pur- 
chase is successful will depend 
largely on the service you give you 
newly acquired policyholders d iring 
vour first year or two in the agency 
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At St. Paul 


Fire and Marine... 


IBM 705 CUTS WEEKS IN DATA-TO-DECISION CYCLE 


Now, in days instead of weeks, man- 
agement of St. Paul Fire and Marine 
Insurance Company gets the data it 
must have to make more timely deci- 
sions. What made the difference? An 
IBM 705 electronic data processing 
system which speeds to the central 
office reports on premiums, losses, and 
field and agency production. 

And St. Paul’s management gets 


Data Processing « Electric Typewriters - 


many extra benefits from its new IBM 
system. Consolidation of statement re- 
ports, once a tedious clerical job, is now 
a simple, fast operation. Costly clerical 
chores, like balancing agents’ accounts 
and calculating commissions, are proc- 
essed more quickly and economically 
than ever before. The 705 has also 
opened new opportunities for even bet- 
ter service to policyholders and agents. 


Time Equipment + Military Products 


Discover these 705 benefits for your 
company now. Learn about the 705’s 
speed of conversion, the swifter actual 
production, and the accuracy that 
means parallel procedures are dropped 
sooner. Call your IBM representative or 
write: FIRE & CASUALTY INSURANCE 
DEPARTMENT A58-a, International 
Business Machines Corporation, 590 
Madison Avenue, New York 22. N. Y. 





DATA 
PROCESSING 
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PRODUCTS AND SERVICES 


Research Bulletin Adds 
Weather Map Supplement 


Free Booklet Outlines 
Life Reinsurance 


The Winter issue of Stewart- 
Smith’s Weather Research Bulletin 
includes a special supplement titled 
“How to Read a Weather Map.” 
Diagrams and text are designed to 
help insurance people make bette 
use of the weather maps put out by 
various sources. 

This issue of the quarterly bulle- 
tin also describes the severe effects 
of ice storms and hail, and a survey 
of tropical storm trends. Newssheet 
is issued as a public service for the 
insurance industry. 


For Further Information Circle 78 on Card 


Booklet on Life Reinsurance 


North American Reassurance of- 
fers a free booklet outlining the 
underwriting of life, accident and 
health and group reinsurance. 

Entitled “Reinsurance Exclusive- 
ly,’ the booklet describes the com- 
pany’s diversified services and fa- 
cilities. It also stresses the growing 
importance of life reinsurance 
when many companies are adopting 
broader underwriting practices. 
North American maintains a broad 
consulting service to help both new 
and established companies. 


For Further Information Circle 79 on Card 


Ports of the World 
Insurance Company of North 
America has put out its fifth edi- 
tion of “Ports of the World,” a 46- 
page guide to port facilities and 
conditions all over the globe. 
Current port conditions are listed 
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for North America, Central Amer- 
ica, West Indies, South America. 
Europe, Near and Middle East, 
Africa, Far East, and the Pacific. 
Discharge facilities, labor and han- 
dling, delay and congestion, pilfer- 
age, and climate are 
Single copies are free. 


described. 


For Further Information Circle 80 on Card 


Movie on Replacing Auto Glass 

Shatterproof Glass 
has produced its second film de- 
signed to help insurance companies 


Corporation 


writing comprehensive auto cover- 

age. 
Movie, 

Worries,” 


“Reducing Windshield 
shows how reduction of 
glass breakage, elimination of du- 
plicate payments, and fraudulent or 
unnecessary claims can be accom- 
plished through use of the Wind- 
shield Replacement Guide. Common 
types of damage are illustrated. 
Local showings can be arranged. 


For Further Information Circle 81 on Card 


Business Interruption Losses 


The fourth edition of John 
Phelan’s “Business Interruption 
Primer” has been issued by The 
Rough Notes Company. 

Book covers important develop- 
ments in the Business [nterruption 
insurance field over the past three 


years. Author tells you how to 


write the insurance as well as how 
to sell it. Containing 87 pages, the 
book sells for $1.50. 


For Further Information Circle 82 on Card 


Study of Business Systems 

A course in business systems and 
procedures is to be given for spe- 
cialists and executives by the 
American Management 
tion. The three-week educational 
program opens at the AMA Acad- 
emy in Saranac, N. Y., on April 7. 

First course is scheduled for the 
weeks of April 7, May 5, and June 
2. Sessions will run five days a 
week. Students will be housed on 
the Academy grounds. Objective is 
to help management cut the costs of 
paperwork. For information, write 
direct to Course Registrar, Ameri- 
can Management Association, 1515 
Broadway, New York 36, N. Y. 


Associa- 


‘ P P 
Fast Engineering Service 

The Weghorn Agency can supply 
engineering services on a week’s 
notice, or less, to New York City 
brokers. The service is available to 
brokers who have their own engi- 
neering departments, as well as to 
offices lacking facilities for engi- 
neering surveys and appraisals. 


For Further Information Circle 84 on Card 


Corroded Fire Extinguishers 

Underwriters’ Laboratories, Inc., 
has a new research bulletin, No. 50, 
titled “A Study of the Corrosion of 
Vaporizing-Liquid Type Fire Ex- 
tinguishers.” 

In this study, 
corrosion of pump-type extinguish- 
ers were investigated. Over a five- 
year period, 840 units, in eight dif- 
ferent designs, 
analyzed. While several factors can 
cause the corrosion, composition of 
the liquid in the extinguisher was 
the most important cause. 


factors causing 


were tested and 


For Further Information Circle 85 on Card 


Pamphlet on Inflation 
The Institute of Chartered Life 
Underwriters of Canada has put 
out in pamphlet form a talk by 
Graham Towers titled “On the 
Value of Money.”” Mr. Towers was 
Continued on page 64 
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a, | Products and Services 


YOUR CLIENT 
relies on YOU for 


protection and counsel 


ife Make certain your 


client’s insurance is 
based on a factual, 
provable appraisal by 
an experienced, 


reliable firm. 


HE 


: 
LLOYD-THOMAS 
CHEE € 0. 


4411 Ravenswood Avenue, Chicago 40, IIL. 


First for Factual appraisals “4 =. 
— since 1910 — db) 


OFFICES IN PRINCIPAL CITIES 


For your convenience . . 


The reply card on page 67 of this issue 
can be used to obtain additional informa- 
tion about the items which are followed by 
card numbers in both the Products and 
Services and the Contracts and Policies 


departments. 


Tl your oun Sry... 

log Gg 
fll—nattiral color 
4-Color ; 


STATIONERY 
@ Exclusive gang-run process 
@ PROMPT delivery 
@ Top quality guaranteed 
@ Over a dozen national awards 
for outstanding craftsmanship 
SUB. 24 WHITE WOVE c 
ENVELOPES LETTERHEADS 
1OOM $9.85 perm $8.85 perm 


For prices on smaller or larger 
quantities and free samples write 


B. 24 BON 





Continued from page 63 


governor of the Bank of Canada 
until 1954. He was also alternate 
governor of the International Mon- 
etary Fund. 

In his address, Mr. Towers 
stresses in easy-to-grasp language 
that inflation is not inevitable, and 
that it is not good for anyone. The 
CLU Institute of Canada will send 
free copies to anyone requesting 
them. 


For Further Information Circle 86 on Card 


Line Finder Speeds Posting 


An automatic line finder made by 


Monroe Calculating Machine in- 
stantly positions as many as three 
forms for immediate posting. It po- 
sitions each form electrically, re- 
gardless of different depths in 
posting lines. At the end of post- 
ing, completed forms are auto- 
matically ejected. Also a _ single 
form can be ejected separately 
while the others remain in the ma- 
chine. On accounts receivable, for 
instance, ledger and statement are 
ejected, while the journal stays in 
place for the next posting. 


For Further Information Circle 87 on Card 


Special Photocopying Paper 

The Bruning Company has 
brought out a new office paper un- 
der the name “White Star.” The 
paper, extremely light in weight, is 
opaque so that material on it is 
easier to read. At the same time, 
the sheets are extremely translu- 
cent, giving fast reproduction 
speed. 

This translucency does away 
with the need for carbon backing 


the original before using in repro- 
duction machines. Samples are 
available from the manufacturer. 


For Further Information Circle 88 on Card 


Book-Size Dictating Machine 

Gray Manufacturing now puts 
out a small dictating machine, not 
much bigger than a book, less than 
three inches high, and weighing 
less than six pounds. 


Named the Gray Audograph Key- 
Noter, the dictating machine can 
be used with all other Gray equip- 
ment and uses a standard 20 min- 
ute disc. Construction is described 
as shock-resistant, making the Key- 
Noter useful for travel as well as 
in the office. 


For Further Information Circle 89 on Card 


Wheel Computes Interest 

The “78er,”’ manufactured by W. 
H. Pusch, does away with charts in 
computing unearned charges, an- 
nual level interest, and reducing 
balance interest. A plastic dise op- 
erating on the slide rule principle, 
the “78er’ gives dollars-and-cents 
answers for any period up to 120 
months. 


For Further Information Circle 90 on Card 


Fire Protection Plan 

A new brochure, “Fire Protec- 
tion Service Plan,” by the Ansul 
Chemical Company, shows how a 
company can do a complete job of 
protecting itself against damaging 
fire loss. The service plan stresses 
the need for fire fighting training 
and prevention planning. 

Folder describes other services 
available to users of Ansul equip- 
ment. These include visual aids for 
training meetings, fire control dem- 
onstrations, and a fire school for 
supervisory personnel. Brochure is 
free. 

For Further Information Circle 1 on Card 
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Small Folding Machine 

Premier Auto-Folder CV with a 
spring mechanism for more uni- 
form folding has been announced 


by the Martin Yale Company. This 
mechanism assures uniform folding 
without making adjustments dur- 
ing operation. 

The CV makes the seven most 
popular folds used for letters, in- 
voices, bulletins, or circulars. One 
control adjusts machine from one 
type of fold to another. 


For Further Information Circle 2 on Card 


“Easy Chair" Office Chairs 

Steel office chairs by Harter 
Corporation have been designed 
with “easy chair’ comfort in mind. 
The executive swivel chair has 
deep, molded foam rubber cushions 
in seat and back. Base is equipped 
with vinyl scuff boots to protect 
shoes and furniture. 

Chairs are furnished in either 
leather or fabric, or a combination 
of these. 


For Further Information Circle 3 on Card 


Aluminum Interior Walls 

A six-page brochure is offered 
by the E. F. Hauserman Company, 
describing movable interior walls 
made of aluminum. 

The new wall system allows cus- 
tom design of interior office walls. 
Panels are easy to erect or remove, 
and come in a variety of colors as 
well as the natural aluminum fin- 
ish. Pamphlet is free. 


For Further Information Circle 4 on Card 


Fast Bursting of Cards or Forms 
UARCO, Inc., has introduced a 
bursting machine which separates 
either continuous cards or forms at 
high speed. The machine separates 
600 cards a minute, the company 
reports. Where large volumes of 
Continued on page 66 
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“makes copies in 
4 seconds” 
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Sin 2 Se ee 
The “Thermo-Fax” Copying Machine 


... makes fast, low-cost copies of 
accident reports, medical forms; 
you save time, speed client service 


Whenever you need to furnish quick copies of reports, rates, charts, claim 
forms or any kind of record, there is no simpler way to make them than with 
the All-Electric ‘‘Thermo-Fax”’ Copying Machine. This exclusive dry process 
copy maker gives you copies in only 4 seconds. It’s the easiest to use of all 
copy methods because there are no chemicals or negatives needed. It’s 
electric, clean and gives you copies for as little as 5¢ each. Find out now 
how the modern simplicity of dry process copying can save you time and 
money and speed your client service through faster paperwork handling. 
For details, send the coupon below today. 


MINNESOTA MINING AND MANUFACTURING COMPANY 
where RESEARCH is the key to tomorraw 


en OOUC? o, 
Sa 
Y) 
vw 
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"€seanc™ 


Thermo-Fax 


« 4{ 


WS copYiNG PRODUCTS 


eeeeeeeeeeeeeee 


IN 4 SECONDS Minnesota Mining & Manufacturing Company 
Dept. NN-38, St. Paul 6, Minnesota 


Send full details on the dry process THERMO-FAX “‘Secretary’’ Copying Machine 
and my free copy of your new book, Better Business Communications. 


Name__ 





Company____ 
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Continued from page 65 


forms or cards are used, such as 
insurance check writing, the ma- 
chine saves the time formerly 
needed to pull the forms apart by 
hand. 

Card burster can be attached to 
late-model UARCO forms burster- 
imprinters, or as a new unit to 
handle both cards and forms burst- 
ing. 


For Further Information Circle 5 on Card 


20-Page Collator 

Collamatic Corporation has in- 
troduced a 20-page collator for as- 
sembling from 2 to 20 pages in one 
motion. The 20-bin model is 
equipped with automatic produc- 
tion control which regulates collat- 
ing speed. Ten other models are 
also manufactured by Collamatic. 
All feature the automatic produc- 
tron contro] device. 


For Further Information Circle 6 on Card 


Where to Find a Consultant 


” 


“Directory of Consultants” has 
been issued by the American Man- 
agement Information Service in a 
revised edition. 

The 75-page booklet lists con- 
sultants alphabetically and accord- 
ing to their specialty fields. Added 
feature is an article on how to 
select and work with a consultant. 
Non-AMA members pay $2 for the 
list. 


For Further Information Circle 7 on Card 


“Who's Who in Insurance” 

Latest edition of ““‘Who’s Who in 
Insurance” is now being offered by 
the Underwriter Printing and Pub- 
lishing Company. 

Short biographies of more than 
4,000 insurance executives, officials, 
agents, and brokers are listed. Data 
include home and office addresses, 
positions held, clubs and associa- 
tions, schooling, birth place and 
birth date. 


For Further Information Circle 8 on Card 





Mobile Card Punching 


International Business Machines 
has announced a Port-a-Punch, de- 
signed for recording information 
on IBM punched cards. 

Port-a-Punch speeds the overall 
data processing job and reduces 
error by doing away with the pre- 
liminary writing or typing of 
source documents. Device is de- 
scribed as pocket-size. 

Among many uses for the punch- 
ing machine are insurance collec- 
tions, inventory records, opinion 
polls, and meter reading. 


For Further Information Circle 9 on Card 


Wall-Saver Chairs 

Office chairs designed to save 
walls from damage are featured in 
Globe-Wernicke’s Fine-Rest line. 

Chairs are designed with slightly 
extended back legs which keep the 
back of the chair an inch away 
from the wall surface. Frame is of 
satin aluminum upholstered in a 
variety of colors. 


For Further Information Circle 10 on Card 


.. made the easy way 
with the help of the 


PEERLESS 


Dwelling Package Insurance 
‘Sales Convincers’ Kit* 


— *Consumer Sales Brochure, 
, Newspaper Ads, Follow-up Letters, 
Application Forms, Sales Aids, 
Prospect Finding Guide 


RANCE COMPANY - 
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Cold Canvass and More Sales 
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Driver Training for Youth 
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Bookshelf (Continued) 


mileage without looking at tne speedomete! and how to 


. Bennett 


test the mechanical condition of the car. Char 


Company is the publisher. Price is $ 


For Further Information Circle 27 


Sidelights on U. S. Stockholders 


Livingst n 


widely syndicated fir li oiumnist 
ether very readable anecdote” 
ifluence - lack of influence f Ameri 
Ider,” as he t *s his new book 

are filled with the co 

ials who hay battled 

of which they are part owne 
does s! a few tears for the maj 
holders who have neither time, mo! 
exercise their rights. 
Insurance executives will 

kholder” for the sidelights 
phase of U. S. business. The author 
panies with “institutional investors” 
influence as the owners of stock. Pul 
Lippincott. 274 pages. $4.95. 


For Further Information Circle 272 on Card 


How to Spell in the Modern Fashion 
L. Alexander Mack, well known fo: 
‘The Weekly Underwriter,” ha 
h adults and school children 
Spell Correctly.” 
There are 26 chapters, eacl 
One chapter, on tricky words, shoul 
the bewildered creatures—there seems 
year—who have never learned the d 


’s.”” Published by The 


pages. 


For Further Information Circle 273 on Card 
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CONTRACTS AND POLICIES 


Mutuals Introduce Package 
Policy for Service Stations 


Employers Comp Gives 
Protection On-Off Job 


The Mutual Insurance Rating 
Bureau has announced a new 


form, the “Service 
ey 


Station Policy 
¥ 
i) 
= 


Form.” Combining 


several coverages, 
the new package 

policy meets the 

particular require- 

ments of retail fill- 

ing stations. 

Already approved in most states, 
contract affords general liability 
coverage for the premises, bur- 
glary coverage, and auto liability 
in limited form. The insured must 
purchase all of the coverages con- 
tained in the policy. Rates, which 
vary in different states, are shown 
by line of insurance. 

Insurance for medical payments, 
products, and completed opera- 
tions are optional by endorsement. 


For Further {nformation Circle 235 on Card 


Employers’ Accident Protection. 
Since most employers are not 
covered under workmen’s compen- 
sation, Zurich - American has 
brought out a new Employers 
Compensation plan. It provides 
24-hour accident coverage both on 
and off the job, all year round. In- 
cluded are accident benefits for 
disability income, injury medical 
expenses, and accidental death. 


For Further Information Circle 236 on Card 


Dental Surgery Covered 


Continental Casualty has broad- 
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ened all its hospital and surgical 
type policies to 

provide, without 

extra charge to 

the insured, in- 

demnity for cer- 

tain dental sur- 

gery for patients 

in a hospital. 

Rider also covers anesthetic given 
by either hospital employees or 
specialists. 

Hospital room and board and 
miscellaneous expenses will be 
paid when a policyholder is hospi- 
tal confined for any dental sur- 
gery, including extractions. 

For Further Information Circle 237 on Card 





WHAT THE NUMBERS MEAN 


If you would like more infor- 
mation about one or more of the 
policies or lines reviewed here, 
circle on the card between pages 
66 and 69 the number or numbers 
following those items. Write your 
name and address on the card 
and drop it in the mail. 











Medical for Any Age 


Paramount Mutual Life, New- 
ark, N. J., now includes people of 
any age in its hospitalization and 
surgical-medical insurance. 

Persons from 3 months to 70 
years of age are eligible for up to 
$25 daily room and board expense 
in a hospital, with an additional 
$15 maximum daily miscellaneous 
expense. Those over 70 can re- 
ceive up to $15 daily room and 
board with $10 additional miscel- 


laneous. 
For Further Information Circle 238 on Card 


Baseball-Softball Protection 
American Casualty, Reading, 
Pa., has baseball-softball accident 


plans covering adult amateur, 
semi-pro and college teams, and 
youth, junior and senior high 
school teams. 

Company pays $1,000 blanket 
accident medical expense and $1,- 
000 accidental death and dismem- 
berment damages. For the youth 
and senior high school teams, cov- 
erage is for $1,500. 

Each plan is written on a team 
basis. All players, coaches, and 
managers are covered under the 
one premium. 


For Further Information Circle 239 on Card 


Income Defender Plan 

Guardian Life of America an- 
nounces individual non-cancella- 
dle accident and health policies, 
with both renewal and premium 
rate at issue guaranteed to the 
insured’s age 65. The Income De- 
fender provides sickness benefits 
to age 65, and lifetime accident 
benefits. 

Instead of being a schedule-type 
contract, the provides 
monthly income during disability, 
with additional benefits provided 
schedule-type rider. 
accidental death 
benefit while 


policy 


through a 
Rider covers 
benefit; additional 
hospitalized, and excess accident 
blanket medical expense. 


For Further Information Circle 240 on Card 


Executive Plan 
Life’s Executive “25” 
will be issued in minimum 


amounts of $25,000. It is a life 


Colonial 4 


paid up at age 65 contract on a 
non-participating basis. 

Policy will be sold to both men 
and women between the ages of 
15 and 55. 


For Further Information Circle 241 on Card 


Permanent Plan on Both Parents 
Featuring permanent protection 

on both parents, Shenandoah Life 

family in- 

surance package 

called the “Family 

Guardian.” Plan 

consists of two 


has a 


policies issued to- 

gether. The basic 

policy, usually on 

the father, can be any company 
Continued on page 70 


69 





Contracts and Policies 


Continued from page 69 


policy except 5, 10 or 15 year term. 
The family policy is 30 pay life on 
the insured (usually the mother) 
with term coverage on all children 
to age 25. 

Where one parent is uninsur- 
able, or for families with just one 
parent, both the basic and family 


coverage is issued on the one 
parent. Minimum is $1,000 on the 
wife and $1,000 term on the chil- 
dren for each $4,000 basic plan. 


For Further Information Circle 242 on Card 


Guaranteed Issue 

Guaranteed issue is offered by 
United Life and Accident to asso- 
ciations and groups. Both partici- 
pating and non-participating life 
policies can be purchased. All 
members of a single group must 











ANOTHER CENTRAL STANDARD 
ACTION PLAN! 


se Variable Insurance Protection. . 
* Incentive Policy. Variable because the insurance protection 
grows as a man’s responsibility grows. It's the insurance plan 


of tomorrow, today! 


Ideal for executives and key men. The perfect solution to 
Split Dollar sales. Pays the Face Amount PLUS the Cash 
Value if death occurs before age 65. Policy loans do not 
reduce the Face Amount. Send coupon for full details of this 
unusual policy. No obligation—just your opportunity to move 
ahead fast with Central Standard’s expansion program. 


a e 


Central Standard Life 
Central Standard Building 
211 W. Wacker, Chicago 6 


Please send VIP kit and details 








Address 
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. featuring the Executive 


YOUR COPY 
Is Ready! 


Write 
NORMAN T. CARSON 
Executive Vice President 
CENTRAL STANDARD LIFE 
INSURANCE COMPANY 


Central Standard Building 
211 W. Wacker Dr., Chicago 6 

















have the same plan, however. 

For business firms, guaranteed 
issue is open to groups of ten or 
more. Associations and _ other 
groups must have at least 25. The 
plan requires no formal contract. 
The agreement with the organiza- 
tion sponsoring the plan ends 
when the required applications 
have been received and the poli- 
cies placed. An individual policy 
is issued to each insured. 

Except for occupation or age, 
there is no individual underwrit- 
ing for members who qualify. 


For Further Information Circle 243 on Card 


Variable Term on Children 

Associates Life, Indianapolis, 
has a family policy giving higher 
limits of coverage to families with 
fewer children. 

Basic policy on the father is in 
units of $5,000 with $15,000 maxi- 
mum. The wife may be added by 
rider for term to 65. Her insur- 
ance is for not more than half of 
the basic coverage. However, cov- 
erage on the children can be in- 
cluded without adding the wife to 
the policy. 

The first child added to the pol- 
icy receives $2,500 term for each 
unit of the father’s coverage. 
When the second child is added, 
coverage drops to $1,250 each. The 
third child reduces coverage to 
$1,000. 


For Further Information Circle 244 on Card 


Family with Whole Life 

Family policy issued by Jeffer- 
son National gives permanent in- 
surance on all members of the 
family, on whole life with pre- 
miums payable to age 85. Face 
amount on the wife and children 
can be in any amount so long as it 
is less than the applicant’s policy. 
Applicant is the father if he is 
alive and insurable. In case of 
divorce, death, or uninsurability, 
the wife may apply. 


For Further Information Circle 245 on Card 


Insuring “Insurability” 

For people up to age 37, Bank- 
ers Life of Iowa will offer buyers 
of new insurance the option to 
buy future coverage at standard 
rates regardless of health, occu- 
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pation or job location. A maximum 
of $60,000 of additional insurance 
can be purchased under this op- 
tion. 

At 3-year intervals, beginning 
at age 25 and continuing through 
age 40, the insured can buy addi- 
tional insurance up to the face 
amount of his policy, at a maxi- 
mum of $10,000 on any 
date. 

For Further Information Circle 246 on Card 


option 


Modified Five Whole Life 


Life Insurance of North Amer- 
ica has a Modified Five whole life 
with a premium rate cut in half 
for the first five years. Accidental 
death benefit is available. In addi- 
tion, the company offers triple in- 
demnity up to $50,000 for acci- 
dental death while the insured is 
a fare-paying passenger on a pub- 
lic carrier. 

Policy also includes a common 
disaster clause. An ownership 
provision permits ease of transfer 
of the policy. 


For Further Information Circle 247 on Card 


Rider for Cash Value 

A participating term insurance 
rider has been added by United 
State Life to its Cash Value Ac- 
celerator policy. Rider provides 
increasing term insurance to age 
65 or for 10 years, whichever is 
greater. The combination pays the 
face amount and the cash value of 
the base policy plus the cash value 
of the rider. Rider may also be 
changed to participating life or 
endowment 
age 60. 


For Further Information Circle 248 on Card 


policies as late as 


Contracts and Policies Notes 


Allstate has entered the resi- 
dential fire and personal liability 
fields in Canada with sale of its 
home protector policy in British 
Columbia, Alberta, Manitoba, and 
Ontario. 

Central Standard Life, Chicago, 
has adopted a _ pre-authorized 
check plan. 

Equitable Reserve Association, 
Neenah, Wis., has adopted graded 
premiums. Policy forms have 
been completely restyled and 
streamlined. 
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Guaranty Savings Life, Mont- 
gomery, Ala., has established an 
accident and health department. 


Postal Life of New York has in- 
creased its maximum accidental 
death benefit to $100,000 with a 
maximum of $100,000 in all com- 
panies. 


United Life and Accident has 
adopted “‘Prem-A-Check,” a pre- 
authorized check plan for paying 
premiums. Minimum payment is 
$10. Premiums on several policies 
can be grouped to make up the 


$10 minimum, and paid in the one 
sum. 


Woodmen of the World will in- 
clude disability benefits in its 
junior certificates. At the owner’s 
option, one half of the face value 
of junior certificates will be paid 
should total and permanent dis- 
ability occur to the insured child 
after membership of a year. 


Manhattan Life has increased 
its dividend scale to policyholders. 
Rate is 20 per cent above scale 
adopted in 1955. 





another 


KEMPER SERVICE 


Classroom instruc- 
tion by MIl staff (all 
CPCU's) and key 
Kemper executives 


Four weeks of basic training 
in all lines of insurance 


Founded twenty years ago, the Mutual Insurance Institute’s 

tuition free four weeks course for producers has served as a re- 

view of fundamentals. . . and a preview of things to come PLUS 

additional training in successful profit making sales methods. 
1958 CLASSES BEGINNING 


FEB. 24 


JULY 7 


OCT. 27 


If you represent one of the Kemper companies and are 


interested in attending, write: 


Director of Training, Mutual Insurance Institute 


Chicago 40, Illinois 


Lumbermens | GUL) GHW 
l\mer (COUN MOTORISTS INSURANCE COMPANY 


AMERICAN MANUFACTURERS mutual INSURANCE COMPANY 
divisions of KEMPER Insurance 
CHICAGO 40 





Among the Company Magazines 


K-9 “Cops Help Cut Crime 
In Baltimore Police Work 


John Hancock Starts New 
Magazine for Field Offices 


From The ADT Transmitter, 
February; R. K. Hyde, editor: 

Baltimore’s police commissioner 
has reported a downward trend in 
serious offenses over a seven-month 
period. The commissioner credits 
the decrease to putting more patrol- 
men on the streets, new crime- 
fighting methods,—and the hard 
work and brains of the city’s 34 
K-9 “cops.” These are 
trained police dogs, mostly German 
shepherds. 

Each of the dogs is trained for 
police work and patrols a beat with 
his officer. Although the plan has 
been in operation less than a year, 
the dogs have been credited with 
important assists. For instance, 
when an ADT-alarm warned that a 
jewelry store window was being 
broken, members of the canine 
squad went to the scene. A dog 
trapped one of the burglars on the 
roof of an adjoining building while 
other dogs ferreted out the other 
two burglars from hiding places. 


specially 


Given by Citizens 


The animals have been donated 
by civic-minded Marylanders. Pro- 
gram was organized and conducted 
by Major L. Wilson Davis, U. S. 
Marine Corps Reserve, who had 
charge of the South Pacific K-9 
Corps in World War II. 


New Publication 
John Hancock has started a new 
quarterly magazine for field office 
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personnel. You in its first edition, 
out in January, had 20 pages of 
features, news briefs, travel notes, 
recipes, and quiz questions. Editor 
is Clifton Follansbee. 


Christmas in March 

The Fund Insurance Companies 
reports that the December issue of 
The Record hit a new high in circu- 
lation with close to 100,000 copies 
printed, and demand continuing 
long after the supply was ex- 
hausted. 

Reason is attributed to the non- 
commercial aspect of the Christmas 
issue. Strikingly designed, the en- 
tire publication was devoted to 
“The Story of Jesus’ in present- 
day English with eight full-page 
illustrations in full color. Editor is 
Nelson Valjean. 


Salvage Companies Cut Losses 
The Hartford Agent, January, 
Hartford Fire Group, editor Ernes- 


"I'm so worried about you, dear... if it 
wasn't for your life insurance, I'd go all 
to pieces.” 


tine R. Robin, carried a good fea- 
ture on the Underwriters Salvage 
Companies in Chicago and New 
York. Article accompanying photos 
show how salvage operations and 
experience can cut losses for stock 
companies. 

Already more than 50 years old, 
these salvage groups take stock or 
goods from a fire-damaged building. 
After drying and cleaning the mer- 
chandise, they offer it for sale to 
get as large a return as possible 
for the insurers. 


Wise Words Department 


From The Home Office Under- 
writer, December 1957, American 
United Life, Indianapolis: (Editor 
not named in publication. ) 


Yale Prexy Counts Group 
Thinking Sterile 


“Could Hamlet have been writ- 
ten by a committee or the Mona 
Lisa painted by a club? Could the 
New Testament have been com- 
posed as a conference report? 
Creative ideas do not spring from 
groups. They spring from indi- 
viduals. 


Peeping Toms and Yes Men 


“What shall we say about the 
endless, sterile, stultifying con- 
ferences held in substitution for 
individual inventiveness; the 
public-opinion polls whose vogue 
threatens even our moral and 
esthetic values with the perni- 
cious doctrine that the customer 
is always right; the unctuous 
public-relations counsels that rob 
us of both our courage and con- 
victions? This continuous, daily 
deferral of opinion and judgment 
to someone else becomes a habit 
... It conjures a nightmare pic- 
ture of a whole nation of yes 
men, of hitchhikers, eavesdrop- 
ers, and Peeping Toms, tiptoeing 
backward off-stage with their 
fingers to their lips—this, the 
nation whose prophets’ once 
cried ‘Trust Thyself!’ 

“Self-respect . . . is never for 
sale. It cannot be fabricated out 
of public relations .. .” 

—from Baccalaureate address by 
A. Whitney Griswold, president of 
Yale University. 
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Awards damage the gun might cause. 58 Model Car Ads 


, f . “This idea has been proposed 
To Liberty Legion, Liberty Life by David H. Seull f vib vee F TI E ] y Pj 
x . . . P - » é - OC , OL AnNandale, 4 f M, 1 ‘Ss ,*10neer, 
of Greenville, S. C.; editor, John V. pest ude pince~iny can 


Virginia. Scull became concerned > mers’ Gr 0s Petty 
Blalock. Award of Excellence for ; ; ; Employers’ Group, Boston. Betty 
aeor ; about the number of accidents in McDonald. editor: 
meritorious preparation, use and ad cgey : : eres : 
, which gun victims receive no 
display of company field magazines : ee 
compensation for their injuries. ; ‘ ; 
or newspapers addressed to agents, the young in heart, for leaders in 
by the Life Insurance Advertisers . 
Association. 


“This year the motor cars are for 


world affairs, for the man who de- 


“We welcome your comments 


on this suggestion—pro or con. mands the finest and for those who 
Write, please, to Editor, Minutes look beyond tomorrow. Anything 

" ¥ Y ~ ‘ H ‘ - : > 4 - " 
Best of Year Nationwide Insurance, 246 North for those who want to get to work 


To The Fieldman, Insurance High Street, Columbus 16, Ohio.” and back?” Elinor Kinley 


Company of North America; Frank 
G. Harrington, editor. Benjamin 
Franklin “Best of the Year’ gold 
medal among internal publications 
for excellence of mechanical produc- 
tion, design and functional value, 
by the Printing Industries of Phila- 
delphia. 

To Home and Highway, Allstate 
Insurance; Editor, David L. Watt. 
Gold medal, first prize in magazine 
illustration by the Art Directors 
Club of Chicago. 

To Provident Review, Provident 
Life and Accident, Chattanooga, 
Tenn.; Editor, M. L. Davis. Award Business in Force $2.610.637.086 
of Excellence in four categories for New: Business 380,499,333 
sales and recruiting material, by po 
the Life Insurance Advertisers Business in Force 248.925.151 


Highlights from our 71st Annual Report 


Association. Assets 761,669,880 


Tt ee ee ee 


Score Award 
IN THE UNITED STATES 
To The Southlander, Southland 
Life, Dallas, Tex.; editor, Mary DurRING 1957 The Manufacturers Life 
Callaway. The Score Award for an- continued its pattern of steady growth and 
nual report appearing in its March, expansion in the United States. Licences 
1957 issue. Award is presented each to transact business were obtained in 
year by Newcomb & Sammons, Alaska, Colorado, Indiana, Kentucky, 
Chicago. Maine, Nevada, New Hampshire, Okla- 
homa, Utah and Vermont. 


To-pay our United States organization 

Plan for Gun-Safety consists of 23 active Branch Offices from 

From Minutes, February, Na- coast to coast and we are licenced in 26 
tionwide Insurance; editor, Bill states, the District of Columbia and the 
Chambless: “Do You Need a Gun | territories of Hawaii and Alaska. 
in the House?” is the subject of a 
thought-provoking article. Each THE 71st ANNUAL REPORT of the Com- 
year, states the writer, 2,000 people 
are killed accidentally by firearms. 
Is the weapon worth the risk? As 
an added comment, Minutes makes 
this suggestion: 


pany shows that new business in the 
United States amounted to a record 
$116,989,301. The business in force is 
now $777,517,116. 


7.58 
Why Not Insurance? THE 


“One suggestion that might MANUFACTURERS 


tend to discourage people from | 
: : | INSURANCE ia COMPANY 
keeping guns is to require every | 


gun owner to carry liability in- HEAD OFFICE (Established 1887) TORONTO, CANADA 
surance to pay for the possible he 
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MARKETING BRIEFS 


Good Ads Help Insurance Sales 


Flourish Like Flowers in Spring 


By MEL BLACKBURN, CPCU 


e AIR DARE. Just learned some- 
thing from a radio time salesman. 
He said: “Success lies in the de- 
gree of difference.” 

1) Beware the growing dangers 
of standardization of products and 
services. The more sameness, the 
less buyer recognition of possible 
differences. A solution: Tie in 
locally with your company’s na- 
tional advertising and sales pro- 
motion campaigns. 

(2) Haven’t counted recently, 
but is it possible that there are 
more prospects who like to see 
salesmen than there are salesmen 
who like to see prospects? 


¢ CLEVER, NEVER. Dale Carne- 
gie sold twice as many books with 
the title “How to Win Friends and 
Influence People” than he did with 
“How to Ruin Your Marriage in 
the Quickest Possible Way.” His 
sorrowful conclusion: 

“Don’t force the reader to think. 
Do his thinking for him.” 


Selling a House 


Take it from someone who has 
just sold a house (and bought 
another) in the so-called “tight 
money” market: (a) this is the 
home you want; (b) here is how 
you can pay for it. 
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© POWER PACK. You can’t go 
wrong in your direct mail and ad- 
vertising with such tested key 
words as: announcing, introduc- 
ing, presenting, new, modern, to- 
day’s, now, you, yours, how, why, 
this, free. 


Navy Ads 


In Navy recruiting ads during 
World War II, for example, ap- 
peals to patriotism weren’t nearly 
as effective as appeals to self- 
interest. “Free training that is 
worth $1,500” easily outdrew “Im- 
agine me steering a destroyer.” 


® P. S. Small loan firms have long 
known that Monday is a good day 
to run their ads because family 
emergencies often occur over the 
weekend. 


What do you know of your pub- 


FIRST, 


“I'll see the insurance salesman 
Miss Smith!" 


lic’s newspaper habits? For ex- 
ample, with C. Kenneth Johnson 
of Jamestown, New York, every 
day is something of a Newcomers 
Day. For five years he has in- 
serted a display advertisement 
(for attention) in the ‘sports sec- 
tion (more male readers) of the 
evening newspaper (more time to 
read) on a thrice weekly (accumu- 
lative power of repetition) basis. 


And Billboards 


Six of his billboards greet high- 
way travelers (on their way to the 
lakes with boats). An astonishing 
number of visitors make it a point 
to “C” Ken. 


® WHO’S BUSY? Firms capitaliz- 
ing on the seasonal urge to “fix up 
the place” are those making, proc- 
essing or selling paint, lumber, 
brick, cement, screening, awnings, 
garden supplies, seeds, fertilizers, 
bug sprays and power lawn mow- 
ers. Their brochures are 
things of beauty and a joy for 
those who have visions of horti- 
cultural achievement. 


sales 


Lure of the Seed Catalogs 


Why do those who deal with 
Nature’s products seem to excel in 
picturing their benefits? After all, 
an insurance man’s commodity— 
money—is a mighty attractive 
thing. And, when you guarantee a 
person that he’ll have money when 
he needs it most, insurance be- 
comes highly desirable. 

Further, there is one broad field 
of insurance where one doesn’t 
have to wait for a stipulated event 
to happen before he reaps the har- 
vest. Beginning immediately, it 
becomes more valuable every addi- 
tional day it is owned. It is the 
only tangible thing that never 
wears out, rusts or warps. It is 
called “Life insurance.” Never 
again will it be less expensive for 
any man than it is today. 

The greenest thumbs in the in- 
surance production garden belong 
to agents who sow ideas where 
they will do the most good, i.e., in 
the minds of their clients. Fre- 
quently, this is done by the effec- 
tual use of direct mail, stuffers, 
signs, radio and TV spots, remin- 
der novelties, advertising. For 
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help on nurturing your acorns, 
write your company’s advertising 
department. , ' __ 
You’ll get a pleasing response when you offer— 
¢ BELLS ARE RINGING. Have me . 
you noticed that more salesmen Dp id t’ ‘76’ 5 > 
are trying to get you on the tele- rovi en $ eries 
phone? There’s a sound business 
reason for these phone calls. 
Money. } i 
3 : WAL 

The average salesman spends h EN WA 
less than two hours a day in face- ROUITY 
to-face talk with prospects. In 
some businesses this drops to only 
27 minutes a day, according to 
surveys. Time on the road and Flexible | ; , 

: wee exible loss of time policies for men ——- both short term and 
time waiting account for a large long term contracts coverage for employed women too 
amount of non-productive use of 
sales time. 





@ $500 monthly indemnity maximum. 
@ Easy classification of risks. 
Making a personal call to a pros- 
pect costs, on the basis of a survey 
by the Sales Executive Club, an 
average of $18 a call for indus- 
trial companies and, in some spe- 
cialized selling, as much as $35. 
By contrast, the average toll tele- BROKERAGE BUSINESS INVITED 
phone call is about 80 cents. f 


@ Sales material especially designed to help vou sell the 


‘76’ Series. 
@ Exceptions so few they make sales features. 


Renewal Equity guarantees continued coverage at a premium 


based on current costs. Your request will bring full details. 


*BRIEF BRIEFS: If an audience 


is worth speaking to, the message 








should be one which will be lis- +] LIFE ACCIDENT SICKNESS HOSPITAL SURGICAL MEDICAL 
tened to. 


Steak in the Window 


A big bank on Fifth Avenue has 
put its massive vault in the front 
window. A Hartford restaurateur 
uses his steaks for a window dis- 


4 ¢ ¢ 64.4664 #4 Ob tO tt ttt A tt A EE At tt te 
GEO SSFEPSSSFPSPS OO at at at ee oe ee ee oe ee oe ee 


25 Years 


of outstanding personal service to insurance companies 
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play. 

Ideas, answers to problems don’t 
come by pushing buttons. Other 
people’s solutions to related 
though not identical problems 
often spark your thinking to a 
fresher and better solution for 
your problem. 
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“ 


REASON to feel ROPED-IN ! 


Whenever you have any problems, don't hesitate to come in—or get in touch 


with us. Northern Assurance has been an Agency Company for over 100 


years. Our Agents are important to us and we want to be friends. 


The NORTHERN ASSURANCE has provided 
reliable insurance protection for over 120 years. 


MOBILE © INLANO 


a Assume > laa 
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These Names Make News 


Continued from page 8 


John C. Barrows and Alanson R. 
Fredericks have elected 
directors of the American Life 
of New York, affiliate of Amer- 
ican Surety. 

Benjamin F. Sawin, president of 
Provident Tradesmen Bank and 
Trust, has been elected to the 


been 


board of directors of Philadel- 
phia Life. 

Admiral Sidney W. Souers, presi- 
dent of General American Life, 
St. Louis, has been elected to 
the board of the St. Louis In- 
surance Corporation. He re- 
places the late Powell B. Mc- 
Haney. 

Joseph P. Healey, Massachusetts 
Commissioner of Corporations 
and Taxation, has been elected 
to the board of Boston Mutual 
Life. 











The number af companies that 
eventually re-open following 
serious damage by disasters like 
fire and windstorms is... 
About 3 out of 5 
About 4 out of 5 

—___ About 9 out of 10 


answer: Only about 3 com- 
panies out of 5 are able to re-open. 
In other words, 40% are ruined! 
Why? Because of loss of profits be- 
fore repairs can be completed. 


Boston - 
Indianapolis - 
Philadelphia - 


Charlotte + Chicago - 


Los Angeles - 


Balumore - 
Houston - 





MORAL: Don’t gamble on the future of your business. Safe- 
guard your future profits with The Atlantic Companies Earnings 
Insurance. The difference between profitable operation and bank- 
ruptcy may one day hinge on Earnings Insurance. Phone your 
independent insurance agent or broker now, and ask him for details. 


Business Established 1842 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL INSURANCE COMPANY 
CENTENNIAL INSURANCE COMPANY 
P. O. Box 6, Wall Street Station « New York 5 


Cincinnati + 
Milwaukee - Minneapolis - 


Pittsburgh + Portland - St. Louis - San Francisco « Seattle + Syracuse 


Multiple Line Companies Writing Marine, Fire and Casualty Insurance 


The number of business ploces 
damaged by fire in a typical 


Q 


year is... 

Over 30,000 
Over 57,000 
Over 78,000 


answer: Statistics show that 
fires occurred last year in more than 
78,000 places of business. 





*Insurance Quotient 





Grand Rapids 
New Orleans 


Columbus ~ Dallas - Detroit - 
Newark - New Haven - 








This advertisement appears in the Country’s leading newspapers 


L. D. Brill, former president and 
recently chairman of the fi- 
nance committee of Northwest- 
ern Mutual, has announced his 
retirement. He will continue as 
a company director and in an 
advisory capacity. 

H. G. Bixby, president of Ex- 
Cell-O Corporation. and Henry 
T. Bodman, general vice presi- 
dent of the National Bank of 
Detroit, have been elected to 
the board of Standard Accident, 
Detroit. 

Roger C. Damon, senior vice pres- 
ident of the First National Bank 
of Boston, has been elected a 
director of New England Life. 

Walter E. Collins, vice president, 
has been made execu- 
tive of Loyal Protective Life, 
Boston. Roland J. Splittger has 
been named second vice presi- 
dent in charge of agency devel- 
opment. Vivian M. Leith has 
been appointed secretary. 
fincent A. Scamell has joined 
Life Insurance of North Amer- 

group field 


agency 


ica as director of 
service. 

Herman Hoskins, vice 
in charge of the West Virginia 
branch, has been elected to the 
board of Educators Mutual! Life, 
Lancaster, Pa. He fills the va- 
cancy caused by the resignation 
of S. H. Replogle, former chair- 
man. 

Philip H. Yost, formerly 
agency assistant for Connecti- 
cut General Life, has joined the 
Life Insurance Agency Manage- 
ment Association as consultant 
in the company relations divi- 
sion. 


president 


senior 


Stanley L. Wallace, has _ been 
elected a vice president of John- 
son and Higgins, 
brokers. 

Herbert C. Brinckerhoff, Jr., for- 
merly with Connecticut General 
Life, has joined the research 
staff of the Life Office Manage- 
ment Association. 


insurance 


Richard L: Johe, formerly assis- 
tant actuary, has been made 
actuary of U.S.F.&G., Baltimore. 

Dr. Albert L. Larson, formerly as- 
sociate, has been made chief 
medical director of The Travel- 
ers. He succeeds Dr. Ralph M. 
Filson, who has retired. 
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J. K. Williams, secretary for the 
past six years, has been ap- 
pointed general counsel and sec- 
retary of National Life Assur- 
ance, Toronto. 

William F. Dowling has _ been 
elected president and Milton 
Baier vice president of the As- 
sociation of New York State 
Mutual Insurance Companies. 

W. J. Christensen, of the America 
Fore Loyalty Group, has been 
elected treasurer of the Na- 
tional Automobile Theft Bu- 
reau, New York. 

Pierre P. Daigle, vice president of 
Daigle & Paul, Ltd., has been 
named a policyowners’ director 
of Conferation Life Association, 
Toronto. 

John T. Bryden, vice president 
and general manager, has been 
named a director of North 
American Life, Toronto. 

Peter Van Cleave has been elected 
a director of the Bank of Chi- 
cago. He is administrative as- 
sistant to James S. Kemper, 
chairman of the Kemper Group. 

Joseph E. Snell, retired vice pres- 
ident of Crum & Forster, died 
January 28. Mr. Snell had re- 
tired in 1954, after more than 
50 years in insurance. 

Nicholas Yard, one of the found- 
ers of American International 
Insurance Groups, died Febru- 
ary 4. He began his insurance 
career in China in 1920, when 
he became associated with C. 
¥.. Starr. 

John R. Ray, of the John R. Ray 
Agency, has been elected presi- 
dent of The Insurance Ex- 
change of Houston, Texas. 

Ronald Guy Eaton, retired senior 
vice president of American 
Equity, Miami, died January 23. 
He was 67. 

Joseph Jeffery, formerly presi- 
dent, has been elected board 
chairman of London Life, Can- 
ada. Robert H. Reid, formerly 
executive vice president and 
managing director, has been 
elected president and managing 
director. Alexander H. Jeffery 
has been named first vice presi- 
dent. 

Pollard Turman, president of J. M. 
Tull Metal and Supply Com- 
pany, has been elected to the 
board of Southern General. 
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No. 3 IN A SERIES 


EQUITABLE LIFE OF IOWA IN 


THE WEST CENTRAL STATES 


Majestic mountains . . . expansive ranches and 
herds of cattle . . . far-stretching fields of gold- 
en grain ...a maze of oil wells and derricks 
rich farm lands .. . are but a part of the 
greatness of the West Central States. To take care 
of the life insurance needs of the people of these 
productive areas is the proud privilege of these 
Equitable Life of Iowa general agents and 
their agency associates. For their out- 

standing efforts, we salute them. 


Yule INSURANCE COMPANY OF IOWA 





FOUNDED IN 1867 IN DES MOINES 
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BROWN and RICHARDSON 
BROWN, CONRAD and RICHARDSON 
Consulting Actuaries 


Edward D. Brown, Jr. Jean Conrad Robert A. Richardson 
CHICAGO CLEVELAND 











Frank E. Gerry 


MILES M. DAWSON & SON, INC. 


Consulting Actuaries 


1014 Hope Street 
Springdale, Conn. 











These Names Make News James W. Huffman has become office, is returning to New York. 


president of Motorists Mutual, James E. Rundle, formerly assis- 
Ohio. He succeeds Carl N. Cris- tant vice president, has been 
pin, who has retired as presi- elected vice president of Life 
dent and been elected board and Casualty of Tennessee. J. 
append a es tee on “— chairman. Porter Ellis, Jr., and E. R. Dis- 

executive secretary of Standard H. W. Casler, assistant U. S. man- 


Continued from page 77 


: mukes, Jr., have been made as- 
Accident and Planet Insurance. ager and vice president for the sishant vice presidents. 

He had been manager of their North British Group, will as- 
fire and marine underwriting sume management of the West- 
department. ern department office in Kansas 
’. Lee Williams has joined Acacia City, Mo. H. V. Tisdale, secre- 
Mutual Life as a superintendent tary and vice president, for- 
of agencies. He was previously merly in charge of fire and in- 
with Capitol Life. land marine for the Western 


Jay R. Schwartz, former executive 
vice president, has been elected 
president of American Title and 
Insurance Company, Florida. 
John W. Lamble, former presi- 
dent, is now vice chairman of 
the board, and will continue as 

—$————— — Ss ——. president of Reliable and Equity 
= o General, both subsidiaries of 

YOU Can Start a Chain Reaction of Sales... american Title. at the end of 

— 


1957, American Title reinsured 


by Joining the March to N.A.A.1.C.* its fire and casualty lines with 
Your future with this company can grow. . . and grow: teliable, retaining only its title 


portfolio. 





Frank Purvis, Jr., vice presi- 
dent and associate general coun- 


. — . 
New, Streamlined Life Portfolio! a ee a oe 


og) ps . _ boar fF Pan-Americ: uife. 
NAAIC’s Life lines have been revised—realistic, saleable rates. oard of Pan-American Life 
James E. Bent, president of Hart- 


ra ° ford Federal Savings, has bee 
New Group Facilities—Life and AgH! — creciea'ts tie pound of Security 


Connecticut Companies. 


0 t t dj A C t t! Sam P. Hatch, secretary, has been 
U S all Ing Pency on rac . elected to the board of directors 
Ask any North American Agent what he thinks of his contract! It’s unbeatable! of Life of Georgia. 
John H. Annis, vice chairman of 
the board of the Camden Trust 
There are other reasons, too, why top 4 Company, has been elected to 
insurance men know it’s smart busi- the board of Camden Fire. 
ness — profitable business to work 4 : ; 
with the North American Accident | Manuel J. Espanola, special agent, 
Insurance Company — Chicago. % | has been elected resident vice 
@ Top Commissions... ~~ % president in Rhode Island for 
Level A&H Renewals ; Ne Resolute Insurance and Reso- 
@ No Branch Offices : lute Credit Life, Hartford, Conn. 
To Compete With You ~ John (“Pat”) Garrity has been 
Concrete Assistance — gets you = = te named superintendent of sales 
off to the right start with hard- — : / for the individual accident and 
hitting sales aids and promotional m 
materials. i 
@ Extra Incentives to supplement pena American. 
your production achievements. ae 
If You Are Interested In Making Money 
—Not Just Today But Years From 
Now— remember you can start a chain 
reaction of sales by writing 


S. Robert Rauwolf, Vice President, Dept.L 


health department of Zurich- 


*The familiar abbreviation for the North 
American Accident Insurance Company— 
‘one of America’s oldest and strongest Per- 
sonal Insurance stock companies. 





couxoro wee ACOEOD American Accident Insurance Company: 


Licensed to operate in the 48 states and the District of Columbia 
LIFE + ACCIDENT» HEALTH 


209 SOUTH LA SALLE STREET + CHICAGO 4, ILLINOIS | "Now is the time to be thinking of insur- 
ance—while you are still young.” 
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Spain and Italy 


Continued from page 33 


manager of the _ Italian 
branch of an American casualty 
company at the Colosseum, I 
would have laughed at the predic- 
tion. But meet such a person, I 
did. And the conversation that 
followed was typical of the con- 
versations when two insurance 
men get together. 

Mr. Paul Tavani (born and 
raised in the Bronx) proved to be 
well versed concerning Italian in- 
surance. 

According to Mr. Tavani, the 
country’s insurance business has 
not kept pace with the notable in- 
dustrial boom in the past two 
years. Insurance volume is stead- 
ily rising but not in as great a 
proportion as the national income. 

Mr. Tavani attributed this to 
the fact that while the country is 
enjoying relative prosperity, un- 
employment is still a perplexing 
problem. Many Italians, like the 
Spaniards, consider insurance a 
luxury item and what 
extra money they have to savings 


. 


sales 


allocate 


accounts. 


Progress Slow 

While a growing number of 
Italians are learning the impor- 
tance of proper insurance cover- 
age, the process has been slow. 
Greater initiative by the com- 
panies in promoting consumer ed- 
ucation through advertising media 
would do much, Mr. Tavani 
thought, to improve the situation. 

Unlike Spain, Italy has made no 
effort to restrain operations of 
foreign companies. Nearly 50 
foreign firms are currently operat- 
ing in Italy. No restrictions are 
placed on these organizations, our 
acquaintance told us, other than 
those imposed also on domestic 
companies. 

The insurance industry in Italy 
is subject to supervision by the 
Ministry of Industry and Com- 
merce. Insurers wishing to op- 
erate in Italy are required to ob- 
tain authorization from that 
agency. Legislation provides for 
minimum capital requirements, 
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statutory deposits, premium re- 
serves and investment require- 
ments. 


Exchange Rate Steady 

The official exchange rate of the 
lira, Italy’s basic monetary unit, 
has not varied appreciably since 
1949. This has also done much, 
our acquaintance pointed out, to 
stimulate foreign investments. 

We then asked Mr. Tavani the 
same question we had asked Mr. 


and Sailors 


is Lewistown s 


landn 


nark 
public 


aced its 


» for over 50 years 





Blanco in Spain—what he felt was 
in store for the country insurance- 
wise. 

The native of the Bronx smiled. 
“T don’t pretend to be one of 
Caesar’s soothsayers,” he 
“but if unemployment continues 
to decline and agriculture (which 
dipped last year) makes a recov- 
ery, the insurance situation should 
continue to improve. The future 
here appears much brighter than 
it has for years.” 


said, 





Long History of Service 


eJ his monument on the main street of Lewistown is dedicated t 


the fine record of service by the war veterans of Mifflin County 


Pennsylvania. 


Also dedicated to service from the day of its founding, 76 years 


ago, the Baltimore Life is proud of its friendly and skillful staff, 


both in the field and in the Home Office. 


Baltimore Life serves Lewistown and vicinity thru its 
district office at 10 N. Brown St. 


The Baltimore Life 
Insurance Company 


HOME OFFICE: BALTIMORE, MD 








Daily Reports 


Continued from page 28 


March 6—Carrol M. Shanks, presi- 
dent of Prudential, has been 
re-elected chairman of the Life 
Insurance Medical Research Fund 
for 1958-1959. This will be his 
third term as chairman. 
Re-elected vice chairman of the 
Paul F. Clark, board 


Fund was 


chairman of John Hancock Life. 
Joseph J. Murtha, assistant trea- 
surer of Aetna Life, was _ re- 
elected treasurer. 


March 10—Requirements for the 
Final Certificate of the Insur- 
ance Institute of America were 
completed by 108 persons in the 
examinations given in January. 
The new IIA award winners are 
from 33 cities widely distributed 
throughout the United States. 
The overall passing ratio for the 


To: Brokerage Service. The Prudential, Newark 1,N_J. 


Please se me 3 


sy 
Brokerage Services.” 





A, B and C examinations in Janu- 
ary 1958 was 67 per cent when 796 
examinations were taken by 707 
persons. 

Since the first series of IIA ex- 
aminations was given in 1953, 1062 
persons have been awarded the 
Final Certificate. 

The next examination series will 
be conducted on May 26, 27 and 28. 


And in the Future 


March 17-19—LIAMA Agency Management 
Conference, Edgewater Beach Hotel, 
Chicago. 

March 23-25—Life Insurers Conference, an- 
nual meeting, Hollywood Beach Hotel, 
California. 

March 23-27—Mid-year meeting, National 
Association of Life Underwriters, Dinkler- 
Tutwiler Hotel, Birmingham, Alabama. 

March 25-27—The President's Conference 
on Occupational Safety. Constitution 
Hall, Washington, D. C. 

March 27-28—LAA, Eastern Round Table, 
Barbizon Plaza, New York. 

March 27-28—Annual meeting, Life Insurers 
Conference, Hollywood Beach Hotel, 
Hollywood Beach, Fla. 

March 29—Symposium on_ stockholders 
agreements and life insurance in closed 
corporations, Rutgers Law School Tox 
Forum, Hotel Robert Treat, Newark, N. J. 

March 31-April 1—Regional meeting, ALC, 
Hotel Walter, Raleigh, N. C. 

April 10 1|—Eastern spring meeting, Society 
of Actuaries, Sheraton Hotel, Philadel- 
phia. 

Aoril 14-16—LIAMA Accident and Sickness 
meeting, Edgewater Beach Hotel, Chi- 
cago. 

April 29-30—Texas Life Convention, annual 
meeting, Driskill Hotel, Austin, Tex. 

April 30-May 2—LIAMA Combination Com- 
panies Conference, Grove Park Inn, 
Asheville, N. C. 

May |I-2—ALC Regional meeting, Fairmont 
Hotel, San Francisco. 

May 5-6—Spring meeting, Southern Round 
Table, LAA, Hotel Roanoke, Roanoke, Va. 

May 5-7—Spring Insurance Conference 
American Management Association, Stat- 
ler Hotel, New York. 

May 6-9—Spring conference, Association of 
Casualty Accountants and Statisticians, 
Galen Hall, Wernersville, Pa. 

May 8-!0—Annual meeting, Home Office 
Life Underwriters Association, Chalfonte- 
Haddon Hall, Atlantic City, N. J. 

May i1-l14—Annual meeting, American As- 
sociation of Managing General Agents, 
Broadmoor Hotel, Colorado Springs, 
Colo. 

May 12-14—Mid-year meeting, National 
Association of Mutual Insurance Agents, 
Kentucky Hotel, Louisville, Ky. 

May 19-23—Sales Promotion Workshop, 
LAA, Statler Hotel, Hartford, Conn. 
June 8-10—Midyear convention, Maryland 
Association of Insurance Agents, Com- 

mander Hotel, Ocean City, Md. 

June 9-13—Annual meeting, National As- 
sociation of Insurance Commissioners, 
Conrad Hilton Hotel, Chicago. 

June 11-12—Annual convention, Wisconsin 
Association of Mutual Insurance Agents, 
Schwartz Hotel, Elkhart Lake, Wis. 

June Il, 12, 13—CLU Examinations. 

June 17-20—Annual meeting, Million Dollar 
ound Table, Banff Springs Hotel, Ban* 
Canada. 
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arly Returns on 1957 Results from 118 Fire and Casualty Companies 


Continued on page 82 


aearned Net 
Uadereritiog | Underwriting 
SAME OF COMPANY Presies Presians 
trittes Stockholders 


——E EE oom 


36, 885, 097 


Buckeye $24, 684 | 22,527,310 


Farmers Fire las. Co 


Holyoke Mutual Fire Ios 


Jamestown Mutual Ios 


Widwesterm Inserance 


385,415 
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Early Returns from 118 Companies (Continued) 


Continued from page 8? 


T 


| 
re chal Ueassigned | | 
Capital Total -_ _ ni Undereriting | Underwriting 
Serples Funds | Losses (lect Presiees Presiues Paid € Incurred t 
Paid Liabilities k arsed xp. Inc, Profit 
Serplus Adj. Exp. Res Reserve fritten Stockholders Incl. Adj. Exp 


Reserve for tmearned Net Dividend Losses 
Preniue 


SARE OF COMP ANY 
| 


— ———+_________-+ $$$ — = 


Penna, Thresbereee & Farsers Sut. Fire 


. 


Royal Indeenity Co 2,500,000 | 89, 602 


64 


Stanislaus Co. (Sutea!l Fire 


Tri-State Insurance Op 1,000, 600 


Vanguard insurance Co 
Virginia Pire & Marine I 
est American Insurance 
Bestern Pecific Insur 
Western States Mutu 


Wlverine Ins. O. 


4m, 328 | 
217,394 | 
316,699 | 
870, 609 | 
755, 805 
, 718, 449 
216, 193 





February and March find THE 
SPECTATOR’S office cluttered with 
figures on the financial results of 
insurance companies for the preced- 
ing year. These are now being com- 
piled and checked to make up THE 
SPECTATOR’S annual charts—‘Fire 
Index,” “Handy Chart” (on cas- 
ualty companies), “Accident Regis- 
ter,” and “Life Index.” 

The first form in which these 
figures are received covers a brief 
summary of a company’s results 


82 


for the previous year on a sheet 
sent out by THE SPECTATOR to many 
companies. This year we selected a 
few of these forms from the first 
fire and casualty bundle we re- 
ceived and put them together into 
the table on pages 81 and 82. 

By coincidence, more than half of 
these companies show underwriting 
profits for 1957, although that year 
will probably have disastrous finan- 
cial results for the entire industry. 
However, an aggregate of these 118 


a 


043, 509 


companies would probably have an 
underwriting loss. The list contains 
a number of small gains but these 
would be more than offset by the 
several large losses indicated. 
Complete results on these and 
many other companies will be pub- 
lished soon in THE SPECTATOR’S 
“Fire Index” as well as in the other 
books. In next month’s issue of the 
magazine, we present a_ similar 
sampling from the “Early Returns” 
of some life insurance companies. 
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Advertisers Index 


A 
Aetna Insurance Group 18 
Aetna Life ... , 2 


Wm. B. Remington A. i $; 7 
American Casualty : > 4 ~ f 

Richard A. Foley , Baa nf) 
American Fire & Casualty ....... 56 es 


America Fore Loyalty Group .... 3 
Prince & Co. 

American Int. Underwriters 40 
Fuller & Smith & Ross 

American National 
Alert Ady. . During the past ten years, gross personal 

American Photocopy | income has almost doubled within 
Irving J. Rosenbloom eleven Southern states served by 

American Reinsurance | e* : 
Metropolitan Adv. 

Atlantic Companies 
Doremus & Co. 


increase in personal income 


Life of Georgia . . . another indication 
of the South’s sound economic progress! 


“a Boe DIRE 


Bituminous Casualty 


Sperry-Boom fm } 
Brown & Richardson NA OF 


Cc . 
Central Standard Life } pass Picea a 
Fred D. Carl ¢ 
Chubb & Son 
Bruce Angus 
Colortone Press 
Henry J. Kaufman 
Combined of America 4\ 
Aubrey, Finaly, Marley & Hodgson 
Continental Assurance 8 
Geo. H. Hartman 
Crum & Forster 15 


‘ | E. P. Higgins & Co. 


E (Frank M. Speakman Associates) 

Employers Reinsurance 
Equitable Life of lowa 
J. M. Hickerson Consulting Actuaries Bourse Building 
S Accountants Phila. 6, Penna. 








Dawson, Miles M 











General Reinsurance 
Doremus & Co. 
Great-West Life 
MacLaren Adv. 
H 
Haight, Davis & Haight 84 * oe & « a ee + tke * + * * ra * =x x 
Higgins, E. P. 
Home Insurance 
Albert Frank-Guenther Law 


na eee a REINSURANCE EXCLUSIVELY 


Insurance of North America Cover 2 
N. W. Ayer & Son 
Int. Business Machines 62 é Ge. ° 
Benton & Bowles Casually e Fidelity 
J C 


Jefferson Standard | — 
Hege, Middleton & Neal Surely , *. 
John Hancock 
‘ lf f- CZ 
L Vj o/, ¥ 
Life of Georgia ee Mla BPIWE * Uied ines 


McCann-Erickson 
Liller, Neal and Battle 
Lloyd-Thomas 


Klau-Van Pietersom-Dunlap COMPLETE AMERICAN PROTECTION 


Lumbermens Mutual Casualty 
M 

Manufacturers Life | 

Baker Adv | = ; Nv Sie a - 
Maryland Casualty = A 4 | k R I 7 N 

J. M. Mathes : a + = val ; - 
Metropolitan Life SES CEES ae 7 

othe © RE-INSURANCE COMPANY 
Minnesota Mining & Manufacturing 65 a 4 4 } 4h ‘hs /} 4 4k 

Erwin Wasey, Ruthrauff & Ryan 
Minnesota Mutual Life 48 ‘ 99 JOHN STREET, NEW YORK 38, N.Y. 

E. T. Holmgren - 
Munich Reinsurance 54 

Allston Assoc. ° 


Continued on page 84 
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Wishing a Good Thing 
Would Come Along? 


Sa 


6p 





Family Policy. 

$10,000 minimum special. 
$25,000 minimum special. 
Life with Family Income 
to age 65. 


ANICO SALES LEADERS 


Then we suggest you check 
ANICO’S brokerage line of 


ed 


J COMPETITIVE 
POLICIES 


J COMPETITIVE 
COMMISSIONS 


you will like 








~_ 





our service, too! 





All forms of A&H. 
Complete line of 

mortgage protection. 
Pre-Authorized Check plan. 
Gtd. Issue on Pension and 


Advertisers Index 
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Mutual Trust Life 
N 
National Life & Accident 
New York Life 
Compton Adv. 
North American Accident 
Vaughan, Thain & Spencer 
Northern Assurance, Ltd. 
° 
Occidental Life 
Pp 
Pacific National 
Wyman Adv 
Pan-American 
Bauerlein, Inc 
Pearl-Monarch 
Metropolitan Adv 
Peerless 
Jules L. Klein 
Pennsylvania Lumbermens Mutual 6 
Gray & Rogers 
Provident Life & Accident 75 
Provident Mutual Life 17 
Albert Frank-Guenther Law 
Prudential 80 
Reach, McClinton Co 
2 
Royal-Globe 
Ss 
Southland Life 
DeJernett Adv 
Southwestern Life 





Income Conversion Rider. Profit-Sharing plans. 
Annuities. Family Income Term Policy. 








Openings everywhere in territory for 
REPRESENTATIVES, BROKERS, SPECIAL BROKERS 


Inquiries about these or other openings for 
those with special qualifications and experience will receive 
prompt attention and answer. For information address: 
COORDINATOR OF SALES 


INSURANCE Co. 


GALVESTON, TEXAS 


OVER 4 BILLIONS OF INSURANCE IN FORCE 











WOODWARD and FONDILLER, Inc. 
Consulting Actuaries 
Insurance Accountants 


200 West 57th Street 417 South Hill Street 
New York 19, N. Y. Los Angeles 13, Calif. 


Crook Adv 
Spencer, Chas. D 
Standard Life of Indiana 

Central Adv 
Stewart, Smith & Co 

Allston Assoc 
Strudwick, A. E 

Grubb-Cleland 
Sun Insurance, Ltd 

Bruce Angus 
Sun Life of America 

Strouse & Co 


Travelers 
U 
United of Omaha 
Bozell & Jacobs 
U. S. Casualty 
U. S. Fidelity & Guaranty 
Vansant, Dugdale & Co 


Ww 


Washington National 44 
Western Casualty & Surety 5 
Woodward & Fondiller 84 
Woodward, Ryan, Sharp & Davis 55 
World Insurance i 4 

















HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
INDIANAPOLIS 








THE OLDEST INSURANCE 
COMPANY IN THE WORLD 
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are pre-sold for agents 


of America Fore Loyalty Group, through eye-stopping ads like 
this, appearing currently in... 


* THE SATURDAY EVENING POST +*« NATIONAL GEOGRAPHIC 
* READER'S DIGEST ~* LIFE *« TIME ~+« NEWSWEEK 
* FORTUNE 


ITSEEMS 


{CE COMPaNy 


PANY * lhe ‘America fore 


THE FIDELIT~ RANCE COMPaNy 


Y OF NEW Yorx A Loyalty Group é 








STABILITY 


FRREINSURANCE, TOO, through its basic service to the insurance 


industry, contributes to the stability of man’s business and property. 


GENERAL REINSURANCE 
CORPORATION 


Largest American multiple line market dealing exclusively in Reinsurance 


ALL FIRE, CASUALTY, ACCIDENT AND SICKNESS, BONDING AND MARINE LINES 


Home Office: GENERAL REINSURANCE BLDG. | Midwestern Dept.: 1012 BALTIMORE BUILDING. KANSAS CITY 5, MISSOURI 
400 PARK AVENUE, NEW YORK 22,N. Y. | Pacific Dept.:610 SO. HARVARD BOULEVARD. LOS ANGELES 5. CALIFORNIA 





